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Pan-American Service Includes 


Educational Course 

Individual Sales Planning 

Aid in Organization and Business Building 

Unexcelled Policies—Life, Group, Accident and 
Health 


We have a few General Agency openings for men not 
presently attached. 
Address 


E. G. Simmons, Vice President and General Manager 


Pan-American Life Insurance Co. 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President. 








A. M. BURTON, President 
H. B. FOLK, Secretary 


LIFE AND CASUALTY 
INSURANCE COMPANY 


OF TENNESSEE 


Industrial Weekly Insurance 
Life—Health—Accident. Pays 
Fifty Weeks’ Indemnity—Or- 
dinary and Industrial Straight 
Life Insurance. 


Home Office 


NASHVILLE TENNESSEE 
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To Know New England Products 
Is To WANT New England Products 


All New England Week—celebrated 
during September all over this land. 
Calling attention to those dependable 
products fashioned by men of New 
England ideals. 


IN ONE POLICY 


$5000 
Death from any natural 
cause. 


This substantial New Hampshire in- 
stitution, officered and directed by 
$10000 New Hampshire men, operating under 
Death from any acci- the direct supervision of the New 
ae Hampshire Insurance Department 
i . and subject to the rigid requirements 
$15000 of the New Hampshire insurance 
Death from certain ac- laws, furnishes a combination of life 
cidents. and accident insurance in one policy 
that has few equals and, we believe, 
no superiors. 
$50 per week in case 
of total disability re- 
sulting from accidental 
injury. 


The liberality of our unusual con- 
tract is such that our “United” 
policy attracts favorable attention 
wherever it is shown. 





Agency opportunities for the right 
| man in Missouri, Kansas, and Ohio 


United Life and Accident 


Insurance Company 
HOME OFFICE—United Life Bld’g—CONCORD, N. H. 


“A Sound, Conservative, New England Institution” 
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MUTUAL LIFE OF ILLINOIS 


Springfield, Illinois 








OPERATES UNDER REGISTERED POL- 
ICY AND RESERVE DEPOSIT LAW OF 
ILLINOIS 


Furnishing of PROSPECT LISTS is only 
one of our features of cooperation with 


our Agents 


DESIRABLE TERRITORY AVAILABLE 
FOR GENERAL AGENCIES IN ILLINOIS, 
INDIANA, IOWA and MISSOURI 
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OUR 
SERVICE 
COVERS 
THE 
COUNTRY 


A COUNTRY-WIDE INSTITUTION! WHY? 


When a business institution shows consistent growth 
there is sure to be a reason behind it. The growth of the 
Reliance Life Insurance Company is easily explainable. The 
reason lies in Perfect Protection. This company presents 
through its Perfect Protection policy something unique in 
life insurance, a policy that covers the contingencies of life, 
as well as those of death. 


More and more people, from Maine to California, are 
placing their reliance in Perfect Protection—because it offers 
to them a means of insuring themselves and their loved ones 
against privation, whether by reason of sickness, accident, or 
death. All this in a policy so well devised that it is within 
the reach of every pocketbook. It will be worth your while 
to look into it. 


. 


But That’s Not All 


There are three excellent reasons for seeking a contract 
with the Reliance Life. First—the company is financially 
“as sound as a dollar.” Second—it markets Perfect Pro- 
tection Policies, which are in demand and therefore readily 
salable. Third—the company hag plenty of room for addi- 
tional agency material. 











_— 
Reliance Life Insurance Company 
PITTSBURGH, PA. 
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DISCUSSES COMPENSATION BUSINESS AND 
ACQUISITION COST 


Thomas E. Braniff, in Annual Address to Casualty Agents, Makes 
Plea for Changes in Rules 


* casualty and surety business, in common 
with most other lines of business, has gone 
through trying times since our last con- 
vention. Compensation writings have 

generally been unprofitable, and the en- 

tirely justifiable disposition of companies 

to weed out the conspicuously unprofitable 

risks has caused considerable disturbance 
in the business of agents generally. The compensation rate- 
making machinery has not been able to function with the 
promptness necessary to meet the changing situation in the 
industrial world as it affects the business of workmen's com- 
pensation insurance. The reason for that lies partly in the 
nature of the business itself, which is inherently subject to 
deferred experience. Politics play no small part in the delays 
encountered in obtaining relief after experience indicates the 
need. It is an unfortunate phase of human nature that prompts 
insurance departments to accept unquestioningly on behalf of 
the policyholders of their State any reductions in rate which 
may be offered, but where increased rates are asked for, to 
investigate with much deliberation: delay until it hurts, and 
even finally refuse to grant relief which is really necessary to 
the continued solvency of insurance carriers. Intelligent con- 
sideration of this situation on the part of insurance depart 
ments having control over rates would bring home to them the 


Sranitt before the Nationai Association 


Annual address of President Thomas EF. 
; White Sulphur 


of Casualty and Surety 


West Virginia, 


agents in session this week 


fact that the interests of the public are primarily dependent 
upon the adequacy of rates. Quack medicines and artificial 
respiration cannot revive an insurance carrier that is dying of 
starvation. In the event of the death of the insurance carrier, 
its dependents, the policyholders and their employees and 
creditors, and all the multitude of other independent or interested 
parties who constitute the great public whom the insurance 
departments are seeking to serve, must suffer acute hardships. 

Ilow much of the fault is due to the involved processes of 
arriving at rates, I do not know. To the average man they 
surpass understanding, but nevertheless it is a highly technical 
business, and I believe the National Council is functioning as 
satisfactorily as could be expected, considering the compara- 
tive newness and the bewildering difficulties of their duties. 

No more convincing substantiation of the position of the 
stock companies could have occurred than the inability of most 
mutuals and reciprocals during the past several years, to main- 
tain their dividend payments. Did it not contain elements of 
such tragic consequences to injured workmen who have not 
yet received the payment in full for injuries sustained, and 
who, under the law, are obliged to look solely to the insur- 
ance carrier for indemnity, or if that is not so, may have been 
injured while in the employ of a financially irresponsible 
employer, who might regard with complete satisfaction the 
recent suspension of a reciprocal exchange in the West which 


(Continued on page 11) 
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Where Fire Insurance Dividends 


Oe atime fire insurance companies often lose money 
for a time upon their underwriting operations, the fact 

that such companies are able to pay dividends frequently 
misleads business men into believing that premium rates are too 
high, and should be reduced. A study of the accompanying 
table, however, will make it manifest that the dividend pay- 
ments of the principal companies are far exceeded by their 
that 
eighteen per cent of the amount paid for dividends was con- 


investment earnings. Moreover, it is observed over 
tributed to surplus by stockholders during the to-year period 
covered by the table. It is shown that the investment earnings 
plus the contributions of stockholders exceed the dividend pay- 
ments of the 158 leading American fire insurance companies 
by over $162,000,000 during the past decade. The average 
return upon the investment of stockholders in these companies 
is between six and seven per cent. [ven a thoroughly safe 
investment or business frequently yields as high a rate of in- 
terest or dividends, whereas the fire insurance business is 
admittedly a very hazardous one, as has been proved by the 
happening of such catastrophes as the conflagrations at San 
Francisco, Baltimore and other cities. In only five instances 
in the table referred to is it shown that the dividend payments 
exceeded the investment earnings and contributions of stock- 
holders, and in one of these the excess was due to large stock 
dividends, which still left the money in the possession of the 
company for the protection of its policyholders. 

The tabulation demonstrates that the investment earnings of 
158 millionaire fire insurance companies in the United States 
during the past 10 years amounted to $350,380,403 and that 
stockholders received $230,232,578 for dividends, but that they 
in one way or another contributed $41,893,786 to surplus dur- 
ing the same period, so that the excess of the investment earn- 
ings and surplus contributions over dividends was $162,041,611. 
The latter sum represents additional protection for policy- 
holders beyond net earnings during the decade, due to the 
underwriting operations of the companies. The general divi- 
sion of the investment earnings is portrayed in the diagram 
herewith. 

The accompanying table proves that but a few of the great 
companies listed have drawn upon either their underwriting 
profits, or previously accumulated surplus funds, for the pay- 
ment of dividends, and it is noticeable also that some of the 
dividends declared merely represent transfers from surplus 
to capital account, so that the money still remains in the custody 
of the companies for the protection of their policyholders. 

Excess of 


Investment 


Income Contribu- Income and 


from tion of Contribu- 
NAME OF COMPANY Invest- Stock- Dividends tions Over 
ments holders Paid Dividends 
in Ten Yrs. in Ten Yrs. in Ton Yrs. in Ten Yrs 
$ $ $ $ 


1,704,714 
928,768 


12,554,714 0,850,000 


Aetna Hartford.. 10.8 
3,061,268 42,132,500 
3 


Agricultural, Watertown 


Albany, Albany..... 675,048 10,000 365,048 
Allemannia, Pittsburgh 1,242,548 732,000 510,548 
Alliance, Philadelphia . 1,820,002 $125,000 1,071,250 873,752 
American, Newark : 5,851,210 a4 915,289 935,921 
American Alliance, N. Y 1,461,309 6150,000 1,390,000 221,309 
American Automobile, St. Louis 728,899 c450,000 305,250 873,649 
American Central, St. Louis 2,175,092 41,000,000 400,627 2,774,465 

258,103 65,000 238,000 25,103 


American Druggists, Cincinnati 
D eg ; 


American Eagle, N 1,740,754 $1,000,000 1,110,000 1,630,754 


1924, by The Spectator New York. 


Copy right, 


NAME OF 


American [Kcuitable, N. Y.* 
American Fire, N. Y 
American Union, N. Y.* 
Anchor, N. Y.*. 


Assurance Co. of Am., N. Y. 
Automobile, Hartford. . 
Baltimore Am., Baltimore 


Bankers and Shippers, N. Y.* 


Boston, Boston. . 
Buffalo, Buffalo 
California, San Francisco. 
Camden Fire, Camden. 
Capital Fire, Concord. . 
Central Fire, Baltimore 
Chicago F. & M., Chicago* 
Citizens, St. Louis 

City of New York, N. Y 
City, Sunbury, Pa 
Columbia, Jersey City*. 


Columbia, Dayton. 


Columbian National, Lansing 
bY. 


Commerce, Glens Falls, N. 
Commercial Union, N. Y... 
Commonwealth, New York. 
Concordia, Milwaukee. . 
Connecticut, Hartford 
Continental, New York.. 
County, Philadelphia 
Detroit F. & M., Detroit 


COMPANY. 


Come From 


Income 
from 
Invest- 
ments 


in Ten Yrs. 
$ 


524,412 
749,454 

20,609 
384,770 


mo 
oro 
He bo 
who 
woe 
on 


to 


457,149 
582,160 
926,851 
197,148 
293,139 
,084,191 
306,062 
514,246 


424 863 
858480 
492,258 
589,289 






L; 

1,6: 
1, 
), 





124/382 
530,663 
1,240,061 


2( 


Contribu- 
tion of 
Stock- Dividends 
holders Paid 
in Ten Yrs. ‘n Ten Yrs. 
$ $ 


e900,000 340,500 
§100,000 54,000 
6700,000 ie 

$730,000 58,800 


h437 ,000 

$1,700,000 1,428,000 
+ 545,000 
2,560,000 
11,555,989 


1,221,643 
214,430 
535,000 

$0,000 
287 ,0OO0 
522,620 
116,737 


$1,080,917 


$403,200 
$130,000 


$388 426 130,000 
aa382,500 
$680,671 181,816 


h402,000 
200,000 
625,000 
768,988 
2,260,000 
k23,200,781 
401,000 
£1,023 ,000 


675,000 


'1400,000 


(Centinued on paye 21) 


Excess of 
Investment 
Income and 

Contriby. 
tions Over 
p Dividends 
in Ten Yrs 

$ 


1,083 919 
795,454 
720,609 

1,055,979 


—9,279 
2,592,000 
208 470 
705,100 
1,992 268 
—101,159 
903,789 
1,235,506 
367,730 
391,851 
1,198,065 
6,139 
964,77] 
319.395 


772,672 


"309 
529 663 
217,061 





WHERE FIRE INSURANCE 


COME FROM 


SECTION SHOWS 
INCOME FROM INVEST- 
MENTS AND STOCKHOLDERS’ 
CONTRIBUTIONS ABOVE AMOUNT 
PAID FOR DIVIDENDS — 
EXCESS $162,041,611 
USED FOR LOSSES OR ~ 
ADDED TO SURPLUS — 








DIVIDENDS 
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THE TOTAL AREA OF THE CIRCLE INDICATES 
AMOUNT OF INCOME FROM INVESTMENTS 
AND CONTRIBUTIONS OF STOCKHOLDERS 

IN TEN YEARS, $ 392, 274,189 
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Excess of 
nvestment 
1come and 
~Ontriby. 
ions Over 
Dividends 

en Yrs 

$ 


1,083,919 
795,454 
720,609 

1,055,979 


—9,279 
2,592,000 
208,470 
705,100 
1,992 268 
—101,159 
903,7 





367,730 
391,85] 
1,198,065 
6,139 
964,77] 
319 325 


772,672 





57 835 
90,258 
389 289 
959 209 
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Vo. CXIIL SEPTEMBER 25, 1924 
INSURANCE AND TRADE ORGANIZA- 
TIONS 


ERE all trade associations as active 
W in the study of their insur- 
ance problems as is the National Whole- 
sale Druggists Association, there would 
most surely be a far better understanding 
of the business among the purchasers of 
indemnity. At each annual meeting of 
this organization committees report on 
phases of the business which come to their 
attention, and it is remarkable to note 
how complete and intelligently written 
these reports are. The association 1s now 
in session at \tlantic City, and reports of 
two committees are before us as we 
write. These are from the committee on 
fire insurance and the committee on pub- 
le liability and compensation, respec- 
tively. The fire insurance report indi- 
cates that the cause of fire prevention has 
not been neglected ; in fact, the committee 
has apparently occupied itself with that 
phase of the matter almost to the ex- 
clusion of all others excepting that of 
The fol- 


lowing extracts are of more than passing 


keeping up sufficient coverage. 


interest : 

Fire insurance is not a commodity to be 
bought and placed on the shelf; it is a contract 
which includes continuing service on the part 
of the agent, and a possible future contingent 
payment in case of disaster. The buyer of this 
contract should exercise the same care in se- 
lecting his insurance representative that he 
would exercise in choosing his attorney. Do 
not underestimate the value of the services of 
- experienced insurance broker in preparing 
forms of contract, selecting the best arrange- 
ment for protection, as well as pointing out 
Possible reductions in insurance costs through 





removal of hazards and increased fire protec- 
tion, and the permanent improvements of your 
premises by better construction. * 
Conditions which lead to fires can to a large 
degree be avoided by frequent inspections. 
Too much stress cannot be placed upon the im- 
portance of maintaining a regular and frequent 
system of inspection of your own premises. 
The form of this inspection must depend upon 
your own conditions. In a general way a 
daily inspection by each floor foreman and a 
weekly general superintendent’s inspection are 
desirable; or, as an alternative, a safety com- 
mittee may be required to make the weekly fire 
with their accident 


inspection in conjunction 


prevention work. 

Thus wisely are the druggists being ad- 
vised, and the effect upon tne business of 
fire insurance must surely be one of great 
benefit. Without doubt it is. 

Let us see what the compensation study 
led to. 
has kept account of the frequent changes 


lor many years the association 


in compensation legislation, and has pro- 
moted discussions of them at its meetings. 
How clearly these wholesale druggists 
think upon the subject is revealed from 
the following extract from the report: 
The competitive system has encouraged both 
the States and the private companies to mate- 
rially enlarge their services by installing acci- 
dent prevention bureaus, educational depart- 
ments to assist medical men in the treatment of 
accidents and to help employers organize ade- 
stations, ete. 


quate safety systems, first aid 


Under any system of monopoly, it is very 
doubtful whether there would be sufficient in- 
centive to inangurate these very desirable 
services. 

In principle, this association, representing as 
it does privately-owned enterprises, should at 
all times oppose insurance business by the gov- 
ernment, regarding such as a function of pri- 
vate capital and energy and not a proper gov- 
ernmental activity. The State should have 
proper supervision over the insurance carriers, 
to the end that the public may be assured of 
financially sound companies with which to place 
their risks, but here the State authority should 
end. There is no more logic to the State enter- 
ing or monopolizing the insurance business than 
there is in entering or monopolizing the food or 


drug business. 

These are sentiments which will meet 
with the full approval of all insurance 
men; in fact, they represent the exact 
views of most of them. There is proof 
enough — that 
stand solidly back of insurance, once it 
There 


American business — will 
understands what is being done. 
could be no State monopolies if all busi- 
ness men understood insurance as this 
In addressing the National 
Surety 


group does. 


Association of Casualty and 


Agents this week, President Thomas E. 


5 


Braniff recommends more effort to edu- 
cate business men on the problems of 
compensation insurance. Quite evidently 
he is justified in doing so. 





HE index to Volume CXII of THE 
SPECTATOR has just been completed 

and is ready for the use of subscribers 
and others who keep the weekly issues 
of this journal as an authentic record of 
events in the insurance world. Embrac- 
ing the period from January 3 to June 26, 
1924, the list of happenings during that 
time is alphabetically cross-indexed ac- 
cording to the title of the particular arti- 
cle and its author's name. The informa- 
tion contained in current news items and 
subjects is made readily accessible by 
being classified under the designation of 
the mentioned insurance company and 
under the cognomen of the featured in- 
dividual. The index is printed in pam- 
phlet form, and is of a size convenient 
for binding or pasting in volumes of THE 
SPEcTATOR. Release of the index for the 
first half of this year, instead of waiting 
until the twelve months have ended, and 
then printing both sections simultane- 
ously, is expected to prove an additional 
benefit to readers, in that they will 
thereby be enabled to speedily refer to 
any desired article or topic which may 
have appeared in these columns during 
Copies of this in- 
dex may be obtained by subscribers upon 


the past six months. 


request. 


PRUDENTIAL INSURES EMPLOYEES 
Industrial Company Will Place Group Pol- 
icy Aggregating $42,000,000 
Edward D. Duffield, president of The Pru- 
dential Insurance Company, has just announced 
that arrangements have been completed under 
which one of the largest group life insurance 
policies issued will be placed, covering the lives 
of the more than 22,000 members of its field 
and home office staff and totaling approximately 
$42,000,000 of insurance. Those affected live in 
practically all parts of the United States and 
Canada. Included in the group is the com- 

pany's agency force of 16,000 men. 

Every member of the staff in active service, 
irrespective of age and without medical ex- 
amination, is eligible for the insurance. The 
plan is along the same lines as that being 
adopted by individual em- 
ployers of industry, including railroads, public 
utilities, manufacturing and mercantile estab- 
lishments, financial institutions and State and 


corporations and 


municipal employees. 

This insurance is in addition to the insurance 
which The Prudential has given the members 
of its staff for a number of years. 








Miscellaneous Insurance 


GET AWARDS 








Marine Companies Recognized by 
Mixed Claims Commission 


LIFE COMPANIES LEFT OUT 


Decision Says Contracts Were Not Affected 
by Deaths Due to Germany 


WasHIncTon, D. C., September 20.—Life in- 
surance companies filing claims with the \lixed 
Claims Commission to recover for the amount 
of policies paid to the beneficiaries of victims 
of the Lusitania disaster will not be able to 
recover from Germany under a decision of the 
commission, in which it is held that while 
Germany is responsible for the death of the 
victims it did not, in causing their death, 
legally affect all who had contract relations 
which were thereby affected. 
ruling thirty-four com- 


Under this some 


panies, whose claims cover 168 policies, in- 


volving a total of $1,185,615, will be affected. 
The decision was rendered on claims submitted 
by the Travelers, Hartford; Northwestern Mu 
tual, Milwaukee; Provident Mutual, Philadel 
phia; Metropolitan Life, New York; New York 
Life, New York; Aétna Life, Hartford; 
Mutual Life, Worcester : 
York; Manhattan Life, New York; Equitable 
Life, New York; Penn Mutual Life, Philadel 
York. The 


claims of living dependents of victims of the 


state 


Mutual Life, New 


phia, and the Prudential, New 


disaster, however, are held by the commission 
to be in a different class from the insurance 
companies, and to have valid claims. 
Twenty-eight foreign companies doing busi 
ness in this country under State authorization 
were heid to be without relief through the 
Mixed Claims Commission on the ground that, 
being foreign concerns, the United States was 
not entitled to make claim against Germany 
in their behalf. 
$59,027,910 have been 


aggregating 


Claims 


allowed by the commission, $34,708,821 going 


to sixty-one American insurance companies, 
and $24,319,095 to the Veterans’ Bureau, orig 
inally the War Risk Insurance Bureau, for 


damages sustained as a result of losses on hulls 
and cargoes. It is estimated, however, that at 
least two years will elapse before Germany is 
called upon to pay these and the other claims 
which are allowed by the commission, but pay 
ment is guaranteed, it is pointed out, through 
security held by the Alien Property Custodian, 
consisting of all trusts in excess of $10,000 
taken over during the war, of which there are 
a large number and which are to be held to 
satisfy American claimants against Germany 
Trusts of less than $10,000 have been returned 
to their owners under Act of Congress, but it 
is declared there are a sufficient number re 
maining in excess of that sum to satisfy all 
claims which may be awarded. 

The delay in calling for payment, it is ex 
plained, is die to the fact that Germany is not 
to be required to satisfy claims until all those 


pending hefore the Mixed Claims Commission 





eee 


have been passed upon. There are several 
thousand still unacted upon, which will require 
eighteen months to two years for consideration. 

lollowing is a list of the claims allowed by 
the commission, 


together with the amounts 


awarded : 

“Etna, Hartford, $1,848,129; Agricultural, 
Watertown, $40,876; Alliance, Philadelplhiia, 
$5682; American Kagle Fire, New York, $12.- 


323; American Equitable, New York, $301.- 
827; American, Newark, $20,510; American 
Merchant Marine, New York, $1,221,708: 


American and Foreign Marine, now American 
and Foreign, New York, $234,274; Atlantic 
Mutual, New York, $2,153,854; Automobile, 
Hartford, $1,419,085; Bankers and Shippers, 
New York, $175,267. 

Boston, Camden Fire, 


3oston, $2,194,841 : 


Camden, $249,218; City of New York, Ney 
York, $22,363; Commonwealth, New York 
$51,403; Continental, New York, $213,104: 
eureka Mutual, Philadelphia, $59,155; Federal 
City, $2,379,382; Fidelity Phenix Fire 
New York, $96,905; Fire Association of Phil, 
delphia, $4999; Firemans Fund, San Franciseo 
77; Firemens, Newark, $5000; Frank. 
lin Fire, Philadelphia, $16%,887; Glens Falls 
Glens Falls, $210,858. 
Globe and Rutgers Fire, New York, $6,591, 
\22; Great American, New York, $1230: 
Frank B. Hall & Co., Ltd., New York, $36,669: 
Ifanover Fire, New York, $104,007; Hartford 
lire, Hartford, $80,808; Home Fire and Ma. 
rine, San Francisco, $3208; |lome, New York. 
$31,267; Hutchinson, Rivinus & Co., New York. 
$20,043; Importers and Exporters, New York. 
$375,431; Insurance Company of North Amer- 
(Continued on paye 41) 


Jersey 


$1,267,377 ; 














There Will Be No Regrets 


If an Agent 
Sells the Right Amount 
On the Right Plan 
At the Right Time 


He Should 
Collect All Available Data 
such as 
Approximate Income 
Number in Family 


Condition of Business, Etc. 


And Then He Will Learn 

That 
It Often Takes Several 
to Cover the Widely Diversified 


Needs of Some People. 


Insurance Company of America 
EDWARD D. DuFFIELD, President 
Home Office, Newark, New Jersey 


Policies 


The Prudential 
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HAS NOVEL SCHEME 


Harry L. Conn Talks to Casualty 
Men 





AUTOMOBILE BUSINESS AFFECTED 


Would Make It Impossible for Negligent 
Policyholder te Set Up Claim 


Judge Harry L. Conn, formerly Superintend- 
ent of Insurance of Ohio, in a talk before the 
International Association of Casualty and 
Surety Underwriters this week proposed a novel 
plan for reducing the claims under automobile 
liability policies without seriously affecting pub- 
lic interest, and at the same time forcing upon 
owners a larger sense of the responsibility 
of owning and driving a motor car. His plan 
is set forth in the following paragraphs, ex- 
tracted from his talk: 


How then may these erroneous practices be 
outlawed and at the same time the carriers be 
protected? It seems to me no rule of law or 
of morals would be violated by holding a negli- 
gent policyholder personally responsible for 
his misdeeds. To bring this about the policy 
contract should provide that in case of injury, 
the claimant, if negligent either personally or by 
agent to the degree set up as the standard, may 
not maintain a cause of action oi any kind upon 
his policy. If this provision be limited to 
automobile covers alone the result would justify 
its introduction. While this might operate to 
the disadvantage of one who owns but at the 
moment is not in charge of an automobile and 
likewise would affect one who has an equitable 
interest only in a car, such as a mortgagee out 
of possession, nevertheless the provisions 
should be broad enough to bar all and every 
reimbursement if there be found to have been 
wrongful operation in the prohibited degree. In 
isolated cases this scheme doubtless would 
cause an innocent policyholder to suffer, but it 
ever is to be remembered that the few must 
subordinate their individual rights to the wel- 
fare of the many. 

In its final essence, however, such a_ rule 
would contain no semblance of harshness, he- 
cause those so situated would be careful to 
acquire no interest in a motor car where the 
legal owner or the one in charge is an unsuit- 
able person. To require man to be his brother's 
keeper is not a new assumption of responsibility 
either in the ecclesiastical nor in the common 
law. In the latter the doctrine is implied in 
the dangerous agency rule. The special pleader, 
of course, will claim an automobile is not per 
se a dangerous agency; and while none with 
accurate knowledge of the present state of 
the law will contend otherwise, the courts seem 
to be drawing nearer and nearer to that view. 
The unique institution known as the Ford, when 
not in motion, is gentle as a gazelle. In its 
slowest motion it has little more animation than 
an idle turntable, and, while the latter has no 
Viclous propensities, it has more than once been 
Judictally declared that the turntable is such 
an instrumentality as may become a harmful 
agency. To many persons a shotgun hanging 
on the wall is a work of art, while to others 
itis a bulwark of defense: in unsafe hands, 
however, it is more than a_ tinkling cymbal. 
So the individual Ford, when a fully going 
concern, ultimately may be classified as_ the 
turntable by the decisions is classifid, to-wit, as 
an attractive nuisance, [ venture the opinion 
that many here had rather take chances facing 
the muzzle of a loaded gun than be an inno- 
cent by-stander in the tortuous path of a 
you-drive-it” car. 


there is still another—the people have a right 
to demand that the life and the property of the 
world be conserved. Why should a valuable 
citizen, a surgeon who has devoted years of re- 
search and labor to the perfection of his 
delicate skill, of much worth to society, on 
whose steady arm depends the life of your most 
loved one, be ruthlessly cut down by a ruffian? 
The destruction by fire of a building, of a pas- 
senger coach or an automobile, takes so much 
property out of the world. Unless reforesta- 
tion be a runner up of the timber taken for 
the world’s use, inevitably the race must be 
lost to man. I recall seeing a placard in an out- 
of-the-way place in the Rocky Mountains 
which seems applicable not only on the peaks 
but as well in the plains. After giving direc- 
tions for putting out of the camper’s fire it 
said something like this: ‘“A good woodsman 
leaves the forest in a better condition than he 
found it.” That advice seems appropriate here. 
Why should world’s timber and steel and 
leather and rubber needlessly be destroyed? In- 
demnity does not replace. Let us learn a lesson 
from the deer, which annually sheds its antlers 
and, after shedding, eats the bone and thus gets 
material for a new horn. 

Does not the sort of insurance here and now 
under contemplation encourage conduct which 
leaves the world in a dead and dying state? The 
actuaries tell us it is impossible to classify the 
various types of automobiles with any precision; 
yet the companies assume to classify as one, 
so far as premium rates are concerned, all pol- 
icyholders, the careful and reckless, the prudent 
and negligent, the law-abiding and the derelict, 
the halt, the lame and the blind, to say nothing 
of unfortunates of impaired mentality, whether 
congenital or as a result of drink or drug. The 
insurance market seems to be the only market 
in the world (public utilities excepted) where 
vendor and vendee may not fix the price with 
relation to the value of the service. This right 
is denied the underwriter because of the uni- 
versal though erroneous legislative idea that 
uniformity of premium is sacred. 

While my innovating proposal would unsettle 
time-honored practices, that consideration alone 
is not sufficient to overrule it if their continua- 
tion makes for the perpetuation of error. A 
philosophy so puerile would have made an 
American citizen the vassal of an alien land- 
lord. Unless each generation works out the 
problems that naturally fall to it the accumu- 
lated errors of predecessive generations, in a 
not far-distant day, will submerge all mankind. 
amily affection which inspires and laws which 
provide for the devolution of property do not 
suggest a Frankenstein as a suitable bequest 
to legatces, either individually or collectively. 

The conception of negligence as a defense 
in casualty cases would require a change in the 
written law only in those States (if any) which 
have a policy form prescribed by law. The 
enactment of appropriate statutes would speed- 
ily follow, however, once the people understand 
what this means, once they realize that the 
majority of themselves would be the Dene- 
ficiaries of such a system and once they appre- 
ciate that its lessons of prudence could not be 
otherwise than beneficial to society at large. 

I do not at all doubt this reform would enlist 
the greatest authority of all—the authority of 
public opinion. It would have the support of 
every person who does not own a car, of whom 
there still is a respectable number. At this 
time fifteen millions of automobiles are per- 
mitted to run at large; and while the peripatetic 
citizen lives, moves and has his being in the be- 
lief that he still has constitutional guananties, 
the latter exist largely on paper, because, when 
on the highway, instead of having, in the lan- 
guage of the Great Writ, certainty of life and 
a guaranty of the pursuit of happiness, one 
finds himself most of the time engaged in the 
pursuit of a doubtful effort to retain his very 


Wholly aside from the stated considerations life itself. 
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CASUALTY MEN MEET 


Large Attendance at White Sulphur 
Meeting 


PLEA FOR MULTIPLE LINES 


William BroSmith in Annual Address Re= 
affirms His Well-Known Views 
[Special Dispatch from a Staff Correspondent} 

WHITE SULPHUR SPRINGS, W. VA., Sept. 23. 
—Broadening of insurance coverages, that 
American insurance companies of all kinds may 
compete on an equal footing with foreign car- 
riers, was the keynote of the speech made by 
William BroSmith, president of the Inter- 
national Association of Casualty and Surety 
Underwriters, before the joint convention of 
that organization and the National Association 
of Casualty and Surety Agents now in session 
at the Greenbrier hotel here. President Bro- 
Smith, at the beginning of his remarks, re- 
ferred to his views as expressed in the article 
written by him for the Organization Number 
of THe Specrator and stated that he still held 
these opinions and was prepared to defend 
them. Detailing the actions and reports of the 
committee appointed by the New York Insur- 
ance Commissioner about a year ago for the 
purpose of considering changes in the present 
law, which would enable insurance companies 
in that State to multiple lines, .Mr 
BroSmith stated that: “The insurance laws 
should be so altered as to remove the restric- 


write 


tions upon the companies concerning the kinds 
of insurance that may be furnished and the 
classes that may be supplied in one instrument.” 
After tracing the development of the multiple 
line theory of coverage as applied to fire and 
marine companies in the past, the speaker said: 
“My position is that there is no good reason 
why the companies should not be permitted to 
insure, in a single comprehensive contract, all 
the classes of risks for which protection is de- 
manded by any applicant.” In closing, Mr. 
BroSmith made what he characterized as “an 
appeal to the members of this joint convention 
to support better and broader and more com- 
plete insurance protection.” 

Just after President BroSmith 
brought the convention to order this morning, 
Bond, Insurance Commis- 


formally 


Honorable John C. 
sioner of West Virginia, was introduced avd 
welcomed the delegates to his State. He told 
the assemblage that 100 insurance companies 
having over 3000 agents now do business total- 
ing $4,400,000 in West Virginia, and that last 
year there was a gain of about $1,000,000 over 
the vear before. He won an instantaneous re- 
sponse when he stated that “West Virginia is 
not trying to tell the insurance companies how 
to run their business, and our department is 
against Federal or State interference with any 
private business.” The loss ratio experienced 
by the insurance companies in his State in 1923 
was 40 per cent, said Commissioner Bond. The 
reply to his address was made by M. G. Wil- 
son, general agent of the A®tna at Cleveland, 
(Continued on page 41) 
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CLEAR THINKERS WANTED 


Richard F. Grant Talks to Casualty 
Men at White Sulphur 


WOULD DOWN RADICALISM 


Chamber of Commerce President Believes 
Public Ownership Schemes Are Favored 
Only by Those Who Refuse to 
Give Proper Thought to Func- 
tions of Private Business 
Richard I. Grant, president of the United 
States Chamber of Commerce, addressed the 
joint meetings of the International Association 
of Casualty and Surety Underwriters and the 
National Association of Casualty and Surety 
Agents on some of the aspects of governmental 
interference in private business. He said in 

part: 

The component parts of the business struc- 
ture are thoroughly interwoven. Anything 
which affects one of the major forms of busi- 
ness sooner or later is reflected in the others. 
Insurance has played an important role in this 
complex commercial and industrial fabric. It 
has helped to blend together these various types 
of enterprise through the strengthening of 
credit and the equitable distribution of losses. 

In the course of developing this economic 
service in accordance with twentieth century 
ideals, insurance has been selling itself to the 
American public. The more thoroughly it is 
sold, the less effective will be the lure of 
Utopian dreams of governmental ownership 
and operation and undue interference through 
over-regulation. 

Continued progress is dependent upon clear 
thinking. There is no greater public service 
which any person or any institution can per- 
form than to promote clear thinking. As 
Americans, we have spared neither pains nor 
expense in making ourselves able to do our own 
thinking. In our public schools we have some- 
thing like twenty million pupils, and we spend 
for them upwards of a billion dollars a year. 
To our colleges, universities and professional 
schools we give an income of another quarter 
of a billion or more. Probably we spend alto- 
gether two billion dollars a year on education. 
We do not stop there. We spend upwards of 
another billion dollars a year for the product 
of the printing press, and the printing industry 
outstrips all others in the variety of its prod- 
uct. More than a quarter of a billion copies 
of books and pamphlets come from our presses 
a year, and in the last ten years there have been 
some striking changes. In number of copies, 
books of reference have doubled. History has 
more than doubled, medicine and hygiene have 
multiplied by five. Even philosophy and poetry 
have increased. But fiction has fallen off by 
almost half. Our daily papers have an agere- 
gate circulation per issue well over thirty mil- 
lion, and our monthly publications total over 
ninety million. There is a good deal of read- 
ing being done in this day and generation in the 
United States, 

There can be no question about our national 
belief that every American should be given the 
training that will enable him to do his own 
thinking. That is an article in the American 
faith, sut admitting the training and the 
€quipment we are too prone to let someone else 
do our thinking for us. Loose speech and loose 


writing find large audience here. 

his situation places us at a disadvantage, 
Particularly in the period which follows a great 
War. Things have so come to pass in this 
World that on the economic side everybody 
loses in war, : 


Neutral, vanquished, conquerors 


have to take consequences that fundamentally 
are alike or differ only in degree or in form 
of manifesation. All countries have their eco- 
nomic disturbances, and economic disturbances 
inevitably give opportunity for devotees of 
new formulas, got up at best without being 
brought to the touchstone of experience, to seek 
to do our thinking for us. 

They are not mild about it, either. They 
frequently wax violent, become ruthless in sup- 
pressing facts which are not to their liking, 
turn reckless in their exaggeration of circum- 
stances they fancy argue for their cause, and 
indulge in hard words. They are forgetful. 
Rather, they are not students of _ history. 
Otherwise, they would know that if this coun- 
try could be shaken by hard words it would 
have been wrecked generations ago. The hard 
words of to-day are inoffensive in comparison 
with the hard words that raged in the early 
days of our present form of government. 

The present effect, however, is confusion of 
thought or lack of thought altogether. Clari- 
fication of public thinking will put a speedy 
end to that and to the blurred sense of moral 
and economic values confused thinking always 
brings. There is a duty upon each of us, conse- 
quently, to make such a contribution as we 
can toward clarity in public thinking. 

This is a duty which the United States 
Chamber of Commerce has recognized. It is 
trying to do its part. It recognizes this duty 
as entirely apart from the principles the Cham- 
ber advocates. 

Such advocacy of principles is a duty the 
Chamber owes to itself and to its constituency 
of American business organizations and Amer- 
ican business men. The duty to strive to help 
to clarify our thinking is a duty to every part 
of the community. 

This is the sort of duty that is performed by 
making analyses, drawing distinctions and 
framing definitions which are essential if there 
is to be real understanding and conclusions that 
will prove sound with future experience. 
These processes the Chamber has repeatedly 
used. They were last utilized in May, 1924, 
when the Chamber undertook to describe the 
function of business. The Chamber’s descrip- 
tion was formulated as a result of careful 
study. The study was made by a representa- 
tive committee. The study resulted in the 
Chamber’s declaration that the function of busi- 
ness is “to provide for the material needs of 
mankind, and to increase the wealth of the 
world and the value and happiness of life.” 


ee 


P. P. Marcone Joins Independence 
Indemnity 

Paul P. Marcone is a recent addition to the 
New York office of the Independence !n- 
demnity Company of Philadelphia in the posi- 
tion of resident assistant secretary of the fidel- 
surety department. Mr. Marcone is 
very well acquainted in casualty and surety 


ity and 


circles, having been connected with the National 
Surety Company for fifteen years. His experi- 
ence in this line should make him a valuable 


man in his new position. 


W. C. Klenk Goes to Philadelphia 


PHILADELPHIA, Pa., September 22.—The 
Zurich General Accident and Liability Insur- 
ance Company has appointed W. Clifford Klenk 
as general agent for Eastern Pennsylvania. He 
will have headquarters at 416 Walnut street, 
this city. Mr. Klenk starts his new duties 


October 1. 


UNEMPLOYMENT INSUR= 
ANCE 


Dr. William B. Bailey Discusses Sub- 
ject at White Sulphur 





NO LOGICAL PLAN YET 


Travelers’ Economist Believes Industries 
Themselves Will Eventually Solve 
the Problem 


William B. Bailey, economist of the Travel- 
ers Insurance Company, Hartford, Conn., in a 
talk this week before the joint meeting of the 
International Association of Casualty and 
Surety Underwriters and the National Asso- 
ciation of Casualty and Surety Agents at 
White Sulphur Springs, said that he believed 
that the unemployment problems 
would eventually be solved by the industrial 
institutions of this country themselves, just as 
already solved many other social 


insurance 


they have 
problems connected with wage-earners. 

He divided ‘unemployment into two kinds, 
He deduced that Amer- 
found means to 


seasonal and cyclical. 
ican industry has already 
greatly reduce, if not almost eliminate, seasonal 
unemployment. Various have been 
devised by which there is nearly always work 
available for the so-called floating population. 

The problems incident to cyclical unemploy- 
ment have proved less tractable, according to 
Dr. Bailey, who said that while “we can fortell 
and possibly forestall these changes to a con- 
siderable extent, they are likely to continue with 
He said that there are 


methods 


diminished intensity.” 
many questions which must be answered before 
any American company will be able to issue 
a policy on unemployment insurance. He con- 
cluded by saying that: 

“T believe that we can trust the initiative and 
fairness of the industrial leaders of this coun- 
try to reach some satisfactory solution to this 
question. Employers who have voluntarily in- 
sured two and a half millions of their work- 
men under group life contracts and are assist- 
ing others to carry policies to insure them- 
selves against sickness and non-compensatable 
accidents, who are trying all sorts of experi- 
ments in co-operation, profit sharing, stock pur- 
chase, and employee representation in manage- 
ment, and who have established rest rooms, 
playgrounds, cafeterias, and medical attention 
can surely be trusted to find some workable 
solution to the problem of unemployment in 
this country. 

“In the meantime we can look upon this 
country as a vast social and industrial labora- 
tory in which countless experiments are being 
carried forward to the end that the principal 
evils incident to unemployment may be removed. 
Ultimately we may find that different industries 
require different treatment. Surely it is better 
to proceed slowly in this matter, gradually 
adopting those plans which prove their virtue, 
than to adopt a European system which was not 
devised to meet our needs and has been far 
from satisfactory over there.” 
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CHICAGO 
INSURANCE EXCHANGE 





Nowadays every Automobile Liability Policy is a potential hot spot 
To the former normal risk has been added the in- 
creasing severity of juries, the adeptness of counsel and claimant in 
establishing liability, and the unexpected growth of the volume of 
And we are a careless nation in our driving. 


Wisdom and experience suggest that the load under every policy 
in excess of $5,000/$10,000 limits be divided with a responsible and 
This type of REINSURANCE is part of our 


special service to Casualty Companies. 


EMPLOYERS INDEMNITY CORPORATION 
E. G. Trimble, President 
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Field Annuals 


Insurance Directories 


for 


*Greater New York 
+New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 


LOU!SVILLE, KY. 








THE ROLL CALL OF STATES 


Arizona Missouri Oregon 
California Montana Pennsylvania 
Colorado Nebraska South Dakota 
Illinois New Jersey Tennessee 
Indiana New Mexico Texas 

lowa North Carolina Utah 

Kansas North Dakota Washington 
Michigan Ohio West Virginia 
Minnesota Oklahoma Wisconsin 


Each one offers an exceptional agency opportunity 
with The Lincoln National Life. 


(CINK UP (win THe (LINCOLN) 

















The Lincoln National Life 


Insurance Co. 
‘Its Name Indicates Its Character” 
Lincoln Life Building, FORT WAYNE,IND. 


Now More Than $325,000,000 in Force 


























es 








son 
Roc 

C. 
men 


tives 
a fi 
spec 
by ( 
tion 
on t 

a 
pear 
over 
The 
of a 
adm 
eral 
as ( 

F 
fort 
Pre: 
Old 
Opp 

T 
erly 
or | 
law 
whe 
TOCad 
tion 





Ce IPE) 
7 31 a 
PEL OS CR] 


C7 


] 
oq 
® 











ta 




















THE SPECTATOR 


Casualty, Surety, Etc. 














September 25, 1924 








—_—_————> 


J. SCOFIELD ROWE NOW HEADS 
METROPOLITAN CASUALTY 
E. H. Winslow Retires—Will Be a Director 
of Company 

Formal announcement of J. Scofield Rowe's 
election to the presidency of the Metropolitan 
Casualty Insurance Company of New York was 
made last Saturday at the regular meeting of 
the board of directors. Mr. Rowe will succeed 
E. H. Winslow, who is voluntarily retiring as 
president after more than fifty years in the 
service of the company, twenty-nine of which 
were spent as chief executive, though he will 
remain a member of the board of directors. 

The election is the consequent action of the 
sale of the Metropolitan Casualty by the United 
States Fidelity and Guaranty to _ interests 
friendly to Mr. Rowe, the complete story of 
which appeared in THE Spectator for Septem- 
ber II. 

It is expected that a number of other in- 
fluential men will be added to the board of 
directors at the next meeting. So far they com- 
prise: 

P, H. Willmott, president, Agricultural In- 
surance Company, Watertown, N. Y. 

Carl M. Hansen, vice-president, General Re- 


insurance Company, N. Y. 

Floyd L. Carlisle, F. L. Carlisle & Co., Inc., 
New York. 

George W. Todd, treasurer, Todd Pro- 
tectograph Company, Rochester, N. Y. 

T. E. Lannin, president, Lincoln-Alliance 
Bank, Rochester, N. Y. 

H. E. Machold, president, Northern 
York Trust Company, Watertown, N. Y. 

W. Roy McCanne, president, Stromberg-Carl- 
son Telephone Manufacturing Company, 
Rochester, N. Y. 

C. H. Miller, president, Insurance Manage- 
ment Corporation, Huntingdon, Pa. 


New 





RECIPROCALS RENEW FIGHT 
Attempt to Enter Massachusetts Again 
Attracting Attention 
Boston, Mass., September 23.—Representa- 
tives of reciprocal insurance are again making 
The 
special legislative recess commission appointed 
by Governor Cox to make a study of the ques- 
tion met three times last week for a hearing 


a fight for admission to Massachusetts. 


on the matter. 

The same proponents and opponents who ap- 
peared on Senate bill 490, the much fought 
over reciprocal measure, were at the hearings. 
The only new development was the offering 
of a measure by Walter K. Chorn which would 
admit reciprocals to this State under the gen- 
eral laws, with five minor provisions. The bill 
as drafted is two typewritten pages. 

Frank A. Dewick of Dewick & Flanders, 
former president of the Boston Board, and 
President William R. Hedge of the Boston and 
Old Colony insurance companies appeared in 
Opposition to the measure. 

The main bones of contention are, as form- 
erly, the power of the attorney-in-fact, whether 
or not there shall be a property qualification 
law for reciprocal exchange subscribers, and 
Whether or not membership lists of the recip- 
rocal exchange shall be available for examina- 
tion by a policyholder suffering a loss. 


Discusses Compensation Business and 
Acquisition Cost 
(Continued from page 3) 

has been for many years particularly active in 
spreading the doctrine of “insurance at cost.” 
The attorney for that particular exchange, who, 
in a recent interview following the failure of 
his client, said that his client had fulfilled a 
valuable purpose in the workmen’s compensa- 
tion field by furnishing competition which has 
restrained the stock companies from charging 
higher rates, has but a cheap and cruel con- 
ception of the great moral responsibility to 
meet their obligations to those, incapacitated 
through industrial accidents and to the depend- 
ents of those killed, that has been recognized 
and guaranteed by the investment of capital 
and the maintenance of adequate reserves by 
the great stock companies of the country. 

When men in industry are deprived by law 
of their common-law rights to have the meas- 
ure of their damages determined by a jury, 
they have a right to expect that law to pro- 
tect them also against the irresponsible insur- 
ance carrier, and the primary duty of those 
charged with the responsibility of fixing or ap- 
proving rates for workmen’s compensation in- 
surance on behalf of the State, is to see that 
enough rate is charged to insure the payment 
of the indemnities for injuries incident to their 
employment. The duty of State officials to 
insist upon adequate rates and exacting stand- 
ards of solvency upon the part of all carriers 
of workmen’s compensation insurance is made 
all the more sacred by the fact that they are 
in a sense the guardians of the employees, who 
have no voice in the selection of the insurance 
carrier on whom they must depend for in- 
demnity in case of injury. Someone acting for 
the employee should make it impossible for 
the employer who is visionary or indifferent or 
uninformed, to purchase in behalf of his work- 
men a policy of insurance frum an irresponsible 
carrier. 

ReEFoRMS Not EAasitty ACCOMPLISHED 

Reforms are usually accomplished only as 
the result of bitter experience, and from a 
purely selfish viewpoint it is quite probable that 
the career of the mutuals and reciprocals dur- 
ing the past few years may prove a blessing 
in disguise to stock insurance. Our prophets 
have been regarded with suspicion and even 
stoned in public places, but their prophecies 
have come true and the public is now in the 
frame of mind where intelligent leadership 
can direct them into the proper path. 

Not only is the time ripe to carefully reap 
the fruits of what has already been sown, but 
to lay the plans for carrying on the work in a 
systematic, intelligent manner. Many a battle 
has been lost by failure to follow up a tempo- 
rary victory. Most of the great public service 
corporations have overcome the prejudice which 
formerly existed against them by first provid- 
ing a service which was conspicuously better 
than had formerly been furnished by weak, 
disjointed and poorly managed co-operatives or 
politically controlled industries, and secondly, 
by making a systematic, well organized effort 


It 


to curry public favor. 


We in the stock insur- 
ance business have the right kind of goods; our 
prices are, generally speaking, reasonable, but 
we have not yet removed from the minds of 
the public an element of distrust which is the 
logical result of misunderstanding. This situa- 
tion, in my estimation, is susceptible of marked 
improvement by organized joint effort. Our 
business, because of its very nature—that of 
relieving the pecuniary loss incident to bodily 
injury and restoring loss or damage to property 
—should be regarded by the public as its 
greatest commercial friend. Where, moreover, 
could be found a more strategic basis for such 
a, devoutly to be wished for, development than 
in the vast army of insurance agents who in 
every community in this country occupy posi- 
tions of confidence and influence? They need 
leadership—that is all. 


AcouISsITION Cost RULES 

The acquisition cost rules are still on trial. 
On the whole, it may probably be said that they 
have produced some reforms by providing a 
standard basis of compensation to agents. In 
that respect they have probably been as well 
or better observed than any set of regulations 
heretofore adopted, though of course time has 
not yet had an opportunity to produce its cor- 
roding effect upon them as it did upon previ- 
Signs of deterioration are showing 
A spirit of restlessness and dis- 
content exists among the producing agency 
force in the matter of commissions. The rap- 
idly diminishing number of agents who are 


ous rules. 
up, however. 
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Twelve Years of Steady Growth 
Prompt and Dependable Service 
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We Solicit and Write: 
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JOSEPH FROGGATT & CO. 


Insurance Accountants and 
Auditors 


Consulting Actuaries 


HOME OFFICE 
25 CHURCH STREET 
NEW YORK 





CHICAGO 
Insurance Exchange Building 


NEWARK, N. J. 
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BOSTON 
Winthrop Building 


SAN FRANCISCO 
Insurance Exchange Building 


CUTTING DOWN EXPENSES 





In these days of high expense ratios some 
companies are deferring audit arrangements 
to save the fee. 
I could disclose the results of our periodic 


This is false economy. If 


audits, showing you how much money has 
been recovered for our clients taken from 
them by dishonest employees, you would 
not hesitate to spend the necessary fees to 
have this protection. 


In addition to this, many opportunities 
arise for suggestions with regard to methods, 
which frequently result in savings which 
more than offset the audit cost. 


We shall be glad to talk to you. 


JOSEPH FROGGATT, 
President. 
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SURETY AND CASUALTY 
SALESMANSHIP 


By 
JOSEPH R. WILSON 


Manager, Development Division 
Maryland Casualty Company 


Manager, Maryland Casualty Company 
Training School 


Compiler of Lesson Papers on Surety and Casualty 
Principles and Salesmanship and Field Development 
for the Maryland Casualty Company Training School. 


Former Vice-President United States Fidelity and 
Guaranty Company, and only brother of the late 
President Woodrow Wilson. 


Compiler of agents’ text book “Fidelity Bonds, Surety 
Bonds, Casualty Policies, the principles governing 
their underwriting; the methods of constructive sales- 
manship and the service in connection with them” for 
the United States Fidelity and Guaranty Company. 


Single Copy $4. 
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still on the local agency basis are clamoring 
for regional contracts, and those who have re- 
gional contracts are restlessly seeking the gen- 
eral agency scale. Competition among the 
companies for producing agents has created a 
situation where it is comparatively simple for 
any agent, with even a fair volume of business, 
to secure from some company a regional or 
general agency contract. The old theory of 
general agency contracts being given as a re- 
ward for special ability and accompanied with 
the responsibility of developing a sub-agency 
The effect 
of all of this has been in direct contradiction 


business, has largely disappeared. 


to the avowed purpose of the acquisition cost 
rules, which was to reduce the excessive cost 
The 


level of commissions has gone up instead of 


of placing the business on the books. 


down, and whereas formerly there were a few 
conspicuous cases of excess cummissions, now 
the payment of them has become an accepted 
and legalized custom. 

I do not mean to leave the inference that it 
is my opinion that producers are being over- 
paid, but the unfairness of this situation lies 
in the fact that the burden of the change has 
fallen almost entirely upon the general agent, 
and it is to the general agent that some meas- 
ure of relief should be bestowed. Furthermore, 
the acquisition cost rules, by reason of the cre- 
ation of the regional agency classification, have 
produced a the 
forces and a shifting of connections which has 


disturbance among agency 
been hoth expensive and annoying, and will in 
the end probably result in no advantage to the 
companies or These 


conditions are the logical outcome of certain 


the agents concerned. 
fundamental weaknesses in the acquisition cost 
tules which were pointed out to the companies 
and emphatically protested by the committee 
representing this association at the time the 
tules were 
vindicated 


being considered. Time has 
the 


With some modifications in the rules we believe 


position of your committee. 
that they are entirely workable, and would 
result in a greatly improved situation in the 
Casualty business. But the impossible feature 


of these rules: namely, the insufficient margin 


of commission remaining to supervising offices 
re paying the scale of commission provided 
or producers, your committee protested in the 


leginning and has never ceased to protest. Most 
of the companies maintaining branch offices ad- 
mit that they have not been able to bring such 
offices within the rules; some of the companies 
state that they expect to be able to do it eventu- 
ally, and oniy one company of which I have 
heard actually claims that it has brought its 
branch offices within the acquisition cost rules. 
It must be perfectly obvious to most of the 
companies by this time that the supervisory 
office is entitled to some relief in order that 
‘t may honestly live within the rules. Further- 
more, plain justice demands that the discrimina- 


tion should be removed against the general 
agent, who, unlike the branch office, had no 
other pocket from which to draw if unable 


to meet expenses out of the supervisory margin 
provided under the rules. This situation has 
been both disheartening to and destructive to 
the many valuable general 


agencies, and has produced nothing in its place 


organization of 


that has improved the business or the service 
it renders the public or the expense of transact- 
ing the business. The loudly promised saving 
to the public which was to be the outcome of 
the operation of these rules has apparently 
been lost in the shuffle, and we have left only 
a different deal without any particular improve- 
ment in the game. 
CONFERENCE WITH CONTRACTORS 
The chairman of our executive committee 
will make full report on the meeting held at 
Washington recently the 
appointed by the International Association and 
your association, and the Associated General 
Contractors and the American Association of 
State Highway Officials, to consider the ques- 
of 
these with important patrons of our business 
and 
should be sought by us at every opportunity. 
It is more than probable that, as a result of 
that meeting, co-operation between the con- 
tractors and the surety underwriters will re- 
sult in certain much needed reforms in under- 
The question of the compensa- 


between committee 


tion contract bonds. Such conferences as 


are productive of better understandings, 


writing policy. 
tion paid agents which was raised at the meet- 
ing is one which we have no disposition to 
but are the 
minds of our clients by a frank discussion of 


sidestep anxious to justify in 


13 


facts, with regard to all sides of the question. 

These joint annual meetings between the Na- 
and the International associations possess 
many advantages and delightful features. They 
give the company official and the supervising 
opportunity to become _ better 
acquainted under conditions that are ideally 
conducive to warm friendship and better un- 
derstanding. We have the opportunity here 
to discuss the important problems of our busi- 
ness under circumstances which bring to bear 
the best of the both the 
executive and the agency supervisory depart- 


tional 


agent an 


minds business in 


ments. Better understanding of one another's 


problems must inevitably follow discussions un- 


_ der such circumstances, and the basis should be 


laid for the improvement of such conditions as 
are here found to need reformation. In our 
own association program to-morrow but one 
set address has been included, so that the maxi- 
mum amount of time shall be available for the 
discussion of our family problems. 

To the agents in the West who may feel the 
selection of this place as a convention point im- 
poses upon them a great sacrifice of time and 
money, let me say that it has been found expe- 
dient, in order to retain the interest and assure 
the attendance of company managers and 
agents from all parts of the country, to alter- 
the meeting place between some reason- 
ably accessible point in the East and in the 
West. It furthermore been found that 
large cities are not suitable places for holding 
these conventions, because of the numerous 
outside distractions. Last year our convention 
Lick was most successful, and the 
were splendid. We _ have 
always been taken care of in White 
Sulphur, and I doubt if two more ideal spots 
could be found for convention purposes. 


nate 


has 


at French 
accommodations 
well 


Your officers have been eager to enlist in 
the work of this association the active co-opera- 
tion of every casualty and surety man occupy- 
ing a supervisory position. We are particularly 
anxious that the younger men should become 
the work of our association 
purposes may be perpetuated 
long after those who conceived and developed 
it have dropped out. A membership drive this 
year conducted by one of our younger members 
at the invitation of the committee 
has produced most gratifying results. The spirit 


active factors in 


in order that its 


executive 


of co-operation manifested by most of the 
company the activities of our 
association is a pleasing situation. We deeply 
cherish the spirit of earnestness and tolerance 
which has existed between the committees repre- 
senting the companies and those representing 
our association even at times when our views 
did not coincide. This is attitude which 
we can well afford to continue to deserve, even 
though it may seem at times that it involwes 


executives in 


an 


temporary business sacrifices to do so. 


The affairs of the National Association are 
in excellent condition; it has held quietly but 
determinedly to its purpose; there exists 
among its officers and membership the utmost 
harmony, and I can see ahead nothing but 
increasing usefulness and success. 
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The Object in Training Life Underwriters 
Ninth Paper 


The Equitable Life Assurance Society of the United States 
has always insisted that the life underwriter must be a trained 
expert. But the reason for this is not clearly recognized by 
the people. Nor isit thoroughly understood by the agents them- 
selves. Indeed, the general belief is diametrically opposed to 
the truth. It is vaguely imagined that the object of this training 
is to furnish the agent with information to be passed on to his 
clients. On the contrary, the object is to save his clients the 
necessity of delving into the principles and practice of life insur- 
ance, or of studying the technical details of the business. 














The agent’s province Is precisely like that of the lawyer or 
physician. 

A client goes to the lawyer for the express purpose of avozd- 
ing the necessity of studying legal theory and practice. 


An invalid goes to the physician to be cured; not to listen 
to lectures on anatomy, physiology, and surgery. 


But the client would not think of going to the lawyer un- 
less he believed him to be a professional expert. Nor would the 
invalid go to the doctor unless he believed him to be a thor- 


oughly competent physician. 


Thus it should be with the agent. His aim should be to get 
a training that will fit him to practice his calling as a profession. 


The father of a family and the business man, want protec- 
tion and peace of mind. They do not want to become insurance 
experts. But they know, or ought to know, that they need the 
advice and guidance of a trained expert—a_ professional life 


underwriter. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


120 BROADWAY, NEW YORK 
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OVER HALF A CENTURY OF INSURANCE SERVICE 





SOME FIRE, CASUALTY AND MISCELLANEOUS INSURANCE PUBLICATIONS OF 


THE SPECTATOR COMPANY 


Standard Insurance Publishers 


THE SPECTATOR 


An American Weekly Review of Insurance—Subscription, $4.00 Per Year 


THE INSURANCE YEAR BOOK, 1924 


FIRE AND MARINE VOLUME $15; LIFE INSURANCE VOLUME $15; CASUALTY, SURETY AND 
SET OF THREE VOLUMES $35; ANY TWO, $25 


MISCELLANEOUS VOLUME $15; 





Fire and Marine Publications 


Agents’ and Inspectors’ Pocketbook of Fire Protection 
Agent’s Key to Fire Insurance 

Appraisers and Adjusters Handbook 

Building Construction as Applied to Fire Insurance 
Condensed Chemical Dictionary 

Crane’s Expiration Registers 

Distribution by States of Fire Insurance 

Fire Insurance Agent and His Agency 

Fire Insurance Inspection and Underwriting (Third edition) 
Fire Insurance Law Chart 

Fire Insurance Laws, Taxes and Fees 

Fire Insurance Pocket Index 

Fire Prevention and Protection 

Fire Underwriters’ Rating Bureau Map 

Fire Underwriting Profit and Loss Tables 

Hand Book for Fire Insurance Agents 

Mutual Fire Insurance Fallacies 

Operation of 80% Average Clause 

Quick Pro Rata Premium Table 

Ready Reckoner for Earned and Unearned Premiums 
Ready Reference Ledger 

Semmann’s Fire Insurance Cancellation Tables 
Special Agents’ and Adjusters’ Handbook 

Special Agents’ Electrical Handbook 

Stock vs. Mutual Insurance 

Underwriters at Lloyds, London 

Universal Manual of Fire Insurance Cancellations 
Weakness of Mutual Fire Insurance 

Where Fire Insurance Dividends Come From 


Sole Agents for all works handled by CHARLES & EDWIN LAYTON, of London, England 
Send ten cents for complete Catalogue of Insurance Publications with descriptive circular of books listed above 
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By Water O. LincoLn 
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Casualty and Miscellaneous Insurance Publications 


Accident Insurance Manual $4.50 
Automobile Insurance (In Press) 3.75 
Causes of Disability 10.00 
Classification of Occupations for Accident and Health Insurance 1.50 
Claims Arising from Results of Personal Injuries 3.50 
Cutting Cost of Auto Insurance in Half (In Press) 1.50 
Daily Casualties—an accident leaflet 10 
Defying Fate—an accident leaflet 10 


Digest of Workmen’s Compensation Law in the United States 5.00 
Handy Chart of Casualty and other Miscellaneous Insurance 


Companies in America 75 
Health and Life Insurance Tables 10.00 
Industrial Claim Adjuster, The 1.00 
Investigators’ and Adjusters’ Hand Book 2.50 
Manual of Fidelity Insurance and Corporate Suretyship 2.00 
Method of Deducing Liability Rates 1.00 
Practice of Insurance Against Accidents and Employer’ Liability 2.50 
Pocket Register of Accident Insurance 15 
Principles of Surety Underwriting 3.50 
Selection of Risks by the Casualty Solicitor 50 
Social Insurance, by I. M. Rubinow 5.20 
Something is Always Happening—an accident leaflet 10 
Standard Accident Table, A 1.50 
Surety and Casualty Salesmanship 4.00 
Tables of Comparative Benefits of Various Compensation Laws 1.00 
This May Happen to You 25 
Thousand and One Hints to Industrial Agents 1.00 
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J. C. HARDING RE-ELECTED 





Western Union Officers Retained for 
Another Year 


ST. LOUIS REPORTED QUIET 


Routine Matters Largely Concern Annual 
Meeting—Announcemet of West 
Virginia Uniformity Association 

John C. Harding, associate Western man- 
poe of the Springfield Fire and Marine, 
Springfield, Mass., was re-elected president of 
the Union at the concluding session of its meet- 
ing held at Manchester, Vt., last week. George 
M. Lovejoy, vice-president of the Phoenix In- 
surance Company of Hartford, was rechosen 
vice-president, and E. B, Hatch, secretary. 

With the election of Mr. Harding for the 
second term his recommendation that a stand- 
ing committee of five be appointed by him to 
be known as the public relations committee was 
endorsed. Mr. Harding was also empowered to 
name a committee to study the competition of 
outside marine companies doing an inland busi- 
ness. 

Those that expected lively discussions at the 
final meeting over the situation now existing 
in St. Louis were doomed to disappointment, 
as everyone seemed well satisfied on the assur- 
ance of the governing committee that the agree- 
ment for Mound City, which became effective 
July 1, had been strictly adhered to by all mem- 


hers. The subject of separation was by no 





“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 


Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital........ .. $ 1,000,000 


Surplus to Policy 
Holders. .... ia 


Assets........... 


1,752,290 
4,543,938 
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means limited in informal conversations, but in 
session no mention was made of it. 

Other matters which came to the attention 
of the meeting consisted of committee reports 
that were not attended to in the previous day’s 
The functions of the committee on 
adjustment in Cook county, Ill, were 
enlarged to embrace the matter of settlements 
the Union Formal 
notification of the formation of the West Vir- 
ginia to which all 


session. 
loss 


throughout territory. 


Uniformity Association, 
members are pledged, was given. 

In conclusion resolutions were adopted in 
the death of Charles E. 
Sheldon, late vice-president of the American 


commemoration of 


of Newark, and memorials were approved on 
the death of A. W. Perry, long vice-president 
of the St. Paul Fire and Marine, and Henry 
Evans, chairman of the board of the America 
Fore fleet. 

It was announced that the semi-annual meet- 
ing will be held in Washington, D. C., April 


7, 1925. 


EASTERN UNION MEETING 


Adopt Rules and Commissions for West 
Virginia at Manchester Session 

Immediately following the meeting of the 
Union at Manchester, Vt., the Eastern Union 
for its meeting, at the 
Equinox House, last Thursday, with President 
Whitney The attendance 
was unusually large and was further augmented 
by those members of the Western Union who 
had elected to remain after the closing of their 
The Union 
welcome to guests 


convened regular 


Palache presiding. 


meeting on Wednesday. Eastern 


extended a _ cordial these 
and granted them floor privileges. 

In much the same manner as the Union the 
Icastern Union adopted the rules and commis- 
sions of the West Virginia Uniformity Asso- 
for that State. With the election of 
several company officials as members of record 


ciation 


for their respective companies, and reports from 
the various committees, the meeting adjourned, 
only routine matters being attended to at this 


session. 


Texas Fire Commission Considering 
Change in Oil Schedule 

Da.tLtas, Texas, September 20.—The Texas 
State Fire Insurance Commission, after a pub- 
lic hearing in Austin, September 15, took un- 
der advisement a proposed amendment to the 
go per cent reduced rate and coinsurance clause 
of the oil schedules. 

The amendment proposes to admit the follow- 
ing rider: 

Whenever the amount of insurance required 
under the policy to comply with the 90 per cent 
reduced rate and coinsurance clause is reduced 
on account of a reduction in the market price 
of oils insured hereunder, the assured may can- 
cel that amount of insurance which is in ex- 
cess of the amount required to comply with the 
90 per cent reduced rate and coinsurance clause 
and the return premium resulting therefrom 
shall be calculated pro rata instead of the cus- 
tomary short rate. 
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Underwriters Golf Association Tournament 
to Take Place at Pomonok Country 
Club, L. I. 

The annual fall tournament of the Under- 
writers Golf Association will be held on Tues- 
day, September 30, at the Pomonok Country 
Club, Flushing, L. I. All possible accom- 
modations for members coming from New York 
The tournament will 
start promptly at 8:45 a. m. . The events will 
take place and the prizes awarded as follows: 


city will be provided. 


MorNING 

kighteen hole medal play handicap (individ- 
ual), five prizes; one for the best net score; 
three for the following best net scores, and 
one for the highest net score. 

AFTERNOON 

Eighteen hole best ball foursome, first and 
second prizes. 

Kickers’ handicap (individual), one prize. 

Att Day 

3est net individual score for 36 holes, one 
prize. 

Lowest gross individual score for 36 holes, 
one prize. 

Highest gross individual score for 36 holes, 
one prize. 

Luncheon and dinner will be served to the 
players and the officers and governing commit- 
tee are especially desirous of having as many 
players present at the dinner as possible, as 
the prizes are to be awarded at the table during 
the evening. At the conclusion of the evening, 
motors may he secured for transportation to 
the Jamaica and Flushing railroad stations en 
route to New York. 


Hesadey) 
of Watertown TB? ‘ 


71st 
ANNUAL STATEMENT 


JAN. Ist, 1924 


Capital........ $1,000,000.00 
Assets......... 8,296,360.91 
Liabilities..... 5,263,063.00 


Net Surplus to 
Policyholders. 3,033,297.67 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 





New York State 
F. F. Buell, General Agent, Troy 
E. J. Parmelee, S. A., Syracuse 
H. H. Porter, S. A., Rochester 
New England 
Geo. Shaw, General Agent, 116 Milk St., Boston 
H. H. Landon, S. A., Springfield, Mass. 
Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 
Northern New Jersey 
Jas. J. Garland, S. A.,514 Eighth Avenue, Bklyn. 
New York Suburban 
W.P.Phillips, Exec.S. A., 1506 E.17thSt., Bklyn 
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Insurance and Our 
NATIONAL Utilities 


Insurance represents more than a finan- 
cial safeguard to the great enterprises 
devoted to general welfare. It provides 
expert advice in the construction and 
maintenance of equipment. Its counsel 
makes for safety and economies that play 
no small part in important public service. 


The broad, National aspect of the L. & 
L. & G. is emphasized by its connections 
with many power plants, railroads and 
other utilities. Its dealings in this field 
are vibrant evidence of the company’s 
service in the machinery of the Nation. 
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FIFTY-FOURTH 
PROGRESSIVE ANNUAL STATEMENT 
January 1, 1924 


Cash Capital $ 2,000,000.00 
Assets 11.275,626.67 
Liabilities,exceptCapital 5,87 3,397.23 
ourplustoPolicyholders 5,402,.229.44 























HOME FRIENDLY INSURANCE CO, 
OF MARYLAND 
has grown so in popularity until it is now generally conceded to be 
“one of the leading Industrial life insurance companies in America” 


issuing LIFE, HEALTH and ACCIDENT Policies. 
Write for Financial Statement 


GEO. A. CHASE, President BALTIMORE, MD. 


L. TALLEY, Secretary 
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UNITED STATES BRANCH 


110 William Street, New York 
Horatio N. Kelsey, Manager 
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sT. LOUIS WILL CELEBRATE 


Fire Prevention Week to Be Observed 
With or Without Proclamation 


DEMONSTRATIONS EACH DAY 


Elaborate Plans Made to Impress Populace 
with Significance of Week 

Sr, Louts, Mo., September 22.—Fire Preven- 
tion Week will be in St: 
whether Governor Arthur M. Hyde issues a 
proclamation on that subject or not. Steps 
looking toward a city-wide program of demon- 
strations against fire have already been taken 
by the fire prevention committee of the St. 
Louis Chamber of Commerce, and many civic, 


observed Louis 


industrial, fraternal, church and improvement 


associations, schools, clubs, theaters, motion- 
picture houses and public utilities will partici- 
pate. 

Literature warning against fire and_ telling 
how to prevent conflagrations will be scattered 
throughout the city. Safety playlets will be 


presented by school children in competition 
for a silver loving cup, donated by M. E. 
Holderness, a member of the executive commit- 
tee of the St. Louis Safety Council. It is 
also planned to organize the Boy Scouts into a 
Junior lire Prevention League designed some- 
what along the lines of the St. Joseph, Mo., 
organization that has proven so successful the 
past year. These boys will inspect their homes, 
business houses and public buildings and_re- 
port unsafe conditions and fire hazards to the 
proper authorities. 

Motion-picture houses of the city, of which 
there are 1090, have promised to run fire pre- 
vention slides at each show during the week, 
while radio talks on Kires and How to Prevent 
Them will be broadcasted from stations KSD 
and WCK during the week. 

The fire department will give a life-saving 
demonstration on an_ especially constructed 
tower on Twelfth boulevard at 
on each day of the week. 


Olive street 


Commissioners Being Questioned on Mid- 
Year Meeting 

RicuMonp, Va., September 22.—Pursuant to 

the action taken at the annual convention of 

Insurance Commissioners, held in Seattle, dur- 
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Head Office: 709 Sixth Avenue, New York 


















Why Young Men Should Become Insurance Agents 


SEVEN REASONS FOR LIFE INSURANCE CAREER 


LIFE INSURANCE is founded on the highest ideals. 
It is capable of yielding a good income and the satisfaction of accomplishment. 








L 5 .J 
Ve It offers_opportunities for real leadership. s) 
y AN It brings the insurance producer in close association with big business and big business men. AY 
KS It requires education in business methods, law and finance. LZ 
ty, It is a field of workers, not shirkers. eg 
iy .} It is an alluring and practical calling for men of f] 
iS) jynamic energy. C 

| ‘e 
Py Over Sixty Years in business. Now insuring pens en NY Ls 
vy) | nearly Two Billion dollars in policies on 3,500,000 LIFE INSURANCE COMPA’ y 
rel poser OF BosTOm MassacnySsEtts 4 | 


ing July, Joseph Button, Virginia Commissioner 


of Insurance, and secretary of the convention, 
has communicated with all of the Commission- 
ers, asking their opinions as to whether the 
mid-year meeting, set for December 9, should 
he held at New York, or at some point in the 
Middle West, as favored by a few of the Com- 
missioners. Col. Button’s letter went out on 
September 17, aid it is expected that practically 
all of the Commissioners will reply at once. 
As soon as the replies are received, they will 
he referred to the executive committee for ac- 
tion. 

The resolution passed at the Seattle meeting 
provided that the views of the commissioners 
on the question were not to be binding. 

SEPARATION SUIT CONTINUED 

Hearing on Injunction Postponed to 

October 22 

Topeka, KaAn., September 23.—The separa- 
tion suit brought by the mixed agencies and 
the Bureau companies in Kansas against the 
Union companies has been continued for one 
month by agreement between the lawyers on 
hoth sides of the litigation. The temporary 
restraining order issued by the district court 
here when the suit was filed is to continue in 
effect until the hearing is held as to whether 
or not the temporary injunction should be 
issued by the court. 

The hearing was originally set for September 
22 but the sitpulation provides for the hearing 
October 22 in the district court. 


Organized 1859 


NATIONAL LIBERTY 


INSURANCE COMPANY OF AMERICA 


Western Dept., 207 North Michigan Blvd., Chicago 
Losses paid since organization over 56 millions. 


DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 








PENINSULAR FIRE BEING LIQUIDATED 


Michigan Commissioner Consents to Rec= 
ommendation of Board of Directors 


Lansinc, Micu., September 22.—On adviee 
of the management, the board of directors of 
the Peninsular Fire Insurance Company of 
America, Grand Rapids, Mich., voted to wind 
up its affairs and proceed entirely on a liquida- 
tion basis, according to notification received by 
Leonard T. 


FH. A. 


named 


Hands, Insurance Commissioner. 
Brink, president of the company, was 
liquidator and was given complete 
authority to close up the affairs of the cor- 
It was also 
resolved by the board that a receiver be ap- 
plied for on request of the liquidator. 


poration as rapidly as_ possible. 


On receipt of the company’s communication, 
the Michigan Commissioner wrote Mr. Brink 
that the company must remain under the same 
Department during 
liquidation as previously, and that it must deter-- 


supervision of the State 


mine its liability to stockholders and settle with 
them, as preferred creditors, within the time 
limit given in their contracts. 

Rapids company has been in 
known difficulty for over two years. 


The Grand 
It was 
taken over by the Insurance Commissioner in 
1922, when it was found its assets had been 
mismangement. It was 
originally capitalized at $1,000,000, with $500,- 


dissipated through 


ooo surplus. Mr. Hands, on assuming control, 
reduced the capitalization to $200,0co and set 


about trying to save something from the wreck. 


¢ INSURANCE ISSUED 
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Fire Automobile Ht 
Tornado Windstorm I | 
Rent and Rental Values it 









Explosion and Riot 
Use and Occupancy 














LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE 





Sprinkler Leakage 
Tourist Baggage 
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MAN IN HIS HOME TOWN. _ THINK IT OVER! 
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MISSOURI 


The FARMER in these states is a real insurance 
prospect this season. He measures up in ability to 
pay, for he has raised record-breaking crops of both 
wheat and corn, the prices of which are higher than 
for a good while past. 


The salesman who goes to such a prospect carrying 
NATIONAL FIDELITY’S complete and _ liberal 
insurance contracts and offering NATIONAL FI- 
DELITY’S program of continuing, intelligent service 
will get big business in Missouri and Kansas this 
season. 


KANSAS 


Some of the best districts in Missouri and Kansas 
are still open. Liberal contracts with satisfactory 
non-forfeiting renewal commissions are available to 
responsible and capable men. 


A type of practical cooperation by which the com- 
pany gets right into the field with you to cultivate 
and educate your prospects and to help you make 
money while building a business of your own for the 
future, is offered. 


When you write, please give full information as to 
your previous business and insurance experience, etc 


NATIONAL FIDELITY LIFE INSURANCE CO. 


KANSAS CITY, 


Ralph H. Rice, President 


MISSOURI 

















1905 1924 


Mutual Trust Life Insurance Co. 


Insurance in Force (Dec. 31, 1923)... . $88,442,000. 00 
Total Admitted Assets.............. 10,941,045 . 07 





os 6 ee 9,439,248. 00 


Dividends left on Deposit (drawing 5% 


SS SESS ee eae arene eee 226,337 .68 
ee 192,804.53 
Surplus Assigned..... $432,944.32 

Unassigned... $649,710.54 


1,082,654 .86 
$10,941,045.07 





For attractive agency openings in our growing 
organization, Address: Home Office, Chicago 
Temple Bldg., 77 W. Washington St., 
Chicago, Illinois. 





BALTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 
WILLIAM O. MACGILL, President 


Agents desiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Powell, Secretary, 
giving references. 

Industrial and Ordinary Life Insurance policies issued upon all attractive 
forms of policies. 











-WANTED--GENERAL AGENTS!! 


FOR SEVERAL POINTS IN NEW JERSEY 
WILL OPEN NEW TERRITORY FOR GOOD MEN 


The Shenandoah Life Insurance Company 
ROANOKE, VIRGINIA 


R. H. Angell, President W. L. Andrews, Sec’y-Treasurer 
On Agency Matters Address W. F. Macallister, Agency Manager. 








SELLERS OF PROTECTION—— 

Men who not only write applications but deliver the policies 
afterwards, can secure desirable territory. 
UNION MUTUAL LIFE INSURANCE COMPANY 


PORTLAND, MAINE. 
Albert E. Awde, Supt. of Agencies 














PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England, 
whose long list of publications on fire, life, marine and other branches of 
insurance embrace the most valuable and standard treatises on these sub- 
jects. 


SEND TEN CENT STAMP FOR CATALOGUE. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 














ACTUARIAL STUDIES 


Study No.1. ‘*‘SOURCES AND CHARACTERISTICS OF THE PRIN- 
CIPAL MORTALITY TABLES.’’ Price $2.00 plus cost of delivery. 
Study No. II. ‘‘CONSTRUCTION OF MORTALITY TABLES FRO 
jb RECORD OF INSURED LIVES.’’ Price $2.00 plus cost of 
elivery. 
Study No. IV. *“*‘GRADUATION OF MORTALITY AND OTHER 
TABLES.’’ Price $2.00 plus cost of delivery. 
Study No. V. CHAPTER ON “DISABILITY BENEFITS.”’ Price, 
$2.00 plus delivery charge. 
These volumes of about eighty pages each, bound in maroon cloth, are 
issued by the Actuarial Society of America. 
Good progress has also been made on the chapters ‘‘Construction of 
Mortality Tables (No. II.) and ‘“‘Population Statistics’? (No. III.). It will 
probably take several months to complete these for publication. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORE 
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ORDERS SPECIAL EXAMINATION 
Seven Fire Companies’ Western Depart- 
ments Picked Out by Kansas 
Department 
Topeka, KAN., September 23.—William R. 
Baker, Kansas Superintendent 
dropped special examiners into the Western 


of Insurance, 
offices of seven fire insurance companies this « 
week to secure some special information rela- 
tive to the activities of these companies. The 
information was requested by the attorney-gen- 


——_ 


Where 


Fire Insurance Dividends 
(Continued from page 4) 


eral for use in the Kansas fire rate case set 
for hearing October 7. The companies to be 
examined are: 

National Fire of 
of New 
American Fire 
Central of St. 


Francisco. 


Springfield Fire and Marine, 
Hartford, 
York, Security Fire of 
of Newark, N. 
Louis, 


Commercal Union 
New 
Ee 


Fund 


Haven, 
American 
Firemans San 
Only the Western offices of these companies 
It may 
he that before the hearing is ended other 


are to be examined at the present time. 
com- 


Come From 


panies will be examined. While the exact na- 
ture of the special examinations was not dis- 
closed by the department, 
it was announced that the examiners would seek 
the answers in each company to fifteen special 
submitted the attorney-general. 
various 


for obvious reasons, 


questions 
The 
phases of 


by 


information is said to touch on 


the fire insurance business and with 
some particular reference to various items of 
expenses listed by the companies in the annual 
their business. 


statements of 


Excess of 
Investment 
Income and 


Income Contribu- 


Income 


from 
NAME OF COMPANY. Invest- 
ments 
in T< * Yrs, 
Dixie, Greensboro ‘ ace 67 4,495 
Dubuque F. & M., Dubuque... i; 316 493 


Eagle Fire, New York* 
Eagle, Newark . 
Bast and West, 


New Haven* 
Employers, Boston*. . 
Equitable, Charleston . 

Equitable F. & M., Provide nee, 
Eureka Security F. & M., Cin. 
Farmers, Cedar Rz upids 

Federal, Jersey City*.. 
Fidelity-Phenix, New York. 
Fire Association, Phila 

Firemans Fund, San Francisco. 
Firemens, Newark 
Fire Reassurance, 
First Reinsurance, 


IN. Nc 
Hz irtford 


Franklin, ber #7 ‘phi: t 
General, 
Girard F. "e M. ’ Philadelphia 


Glens Falls, Glens Falls. . 
Globe, Pittsburgh 

Globe & Rutgers, N. Y 
Granite State, Portsmouth. 
Great American, N. Y¥ 
Great Lakes, Chicago* 
Great Western, Chicago* 
Hamilton, New York 
Hanover, New York 
Hartford, Hartford 






Hawk ecuritic *s, Des Moines* 
Home F. & M., San Francisco*. 
Home, New Y ork 

Home, Little Rock 

Hudson, New York... 


Imperial, New York.... 
Importers & Exporters, N. Y.* 
Industrial, Akron. 

Ins. Co. of N. A., Phila 
Ins. Co. of State of Pa., 
International, New Vork.. 
Inter-Ocean Rei ins., Cedar Rapids* 
lowa National, Des Moine s* 
Knickerbocker, N. . 

La Salle Fire, a w Orle -ans* 

Liberty Fire, -L ouis* 

Lincoln Fire, N. 

Lumbermens, Philadelphia 
Marquette National, Chicago... .. 
Massachusetts F. & M., Boston... 


Phila. . 


Mechanics, Philadelphia . 





maa 56 
23,637 


506 
334.399 
640 626 

1,907,149 

12,533,198 

5,981,864 

7,227,780 

3,929 697 
573,644 

E: 6: 59, 331 





19/042 
1,404,887 


3,909,610 
605,041 
11,931,413 
641,395 
16,026. 
238 007 
109,132 
613,890 
2,641,681 
15,267,704 
466,216 
658,186 





23,641,484 


939,219 
I47 


557,; 





601,751 
915,459 
340,596 
13,004 682 
2,190,671 
PR GOW Ga 
323,396 





336,405 
620,153 
120,359 
333 





986,550 
767,784 
628,389 


895,064 


Contribu- 
tion of 
Stock- 
holders 

in Ten Yrs. 


$599,179 
§340,000 
$500,000 


§1,000,000 
6700,000 
b200,000 


61,000,000 
61,000,000 
§750,000 
$2,878,781 
§207,875 


§1,000,000 


$275,000 


61,500,000 
7394 465 
$575,000 


$1,000,000 


'§750,000 
§3.000,000 


61,000,000 


§522,000 
§250,000 
674,914 
$1,000,000 


§221,503 
§100,000 
§28 490 
§13,864 


























e from tion of Contribu- 
Excess of NAME OF COMPANY. Invest- Stock- Dividends tions Over 
Investment ments holders Paid Dividends 
Income and in Te n Yrs. in Ten Yrs. in Ten Yrs. Ten Yrs. 
Contribu- 4 4 gs 
Dividends tions Over New Brunswick, New Brunswick. $36,252 b151,650 515,68g 
aid _Dividends New Hampshire, Manchester. . 3,657,131 1,497,386 
Ten Yrs. in Ten Yrs. New Jersey, Newark. . wesce 1,280,108 1,190,195 
B2 . $47 Niagara, New York 5,380,402 1,390,402 
270,048 404,447 North Amer. Nat'l, Des Moines* 28% 128,724 
m900,000 416,493 North Carolina Home, Raleigh... 6 34'889 
ee 623,415 — Nerthern, New Vork............ 93,92: b125,000 696,174 
330,375 992,281 North River, New York E 3,371,935 §275,000 ‘fF 1, 682. 110 1,964,825 
523,634 Northwestern F. & M., Minn.. 654,019 $55,000 945,000 —235,981 
1.257.837 Northwestern Nat'l, Milw aukee. 3,663,445 y 2,015,000 1,648 445 
* S09 866 100.265 Old Colony, Boston ‘ eh 1,219,000 §600 000 504 000 1,315,000 
rpg OU 200 Orient, Hartford 1,813,031 900,000 913,031 
beg 1 092 006 Pacific, New York ee 987,248 540,001 147,247 
144'000 - Patriotic, New York*.. ee 71,288 71,288 
1,400,000 i 033 149 Pennsylvania, Phila : : 4 037 254 2,543,750 
6,499,989 7,033,209 Peoples National, Phila 1,078,884 262,500 84 
3,617,838 3,364,026 Philadelphia F. & M., Phila.*.. . . 15.298 $1,500,000 20,000 1,495,298 
4,585,000 Phoenix, Hartford . : pasa ah 9,955,710 7,708,808 = 246.902 
a Potomac, Washington os : 338,663 338,663 
oars Providence Washington, Prov 3,468 026 1,420,000 2,048,026 
1 630 016 Prudential Co. of Gt. Brit., N. Y.* 115,500 b500,000 
mn 2'909 50 Queen, New York...... : ; 5,582,871 7,175,000 
PP sche Reliable, Dayton $55,336 357 500 
745,000 934,887 Reliance, Philadeiphia. 631.995 292,000 
ia 9Nn20 Republic, Dallas*,. . ; 1,217 220 Ee as 565,000 652 2 200 
we sey ag eae Republic Fire, P ittsburah. peti 529.413 $70,000 212,000 387 413 
06 563978 5.367 435 Rhode Island, Providence ; 889,375 512,500 376, 37% 
272'000 369'395 Richmond, New York... ........ 537,975 h373,000 164 975 
P13,470,000 4,056,399 — Rossia, Hartford*............... 2,842,736 §285,235 2,016,000 1,111,971 
90,000 504139 Safeguard, New York*........ 295,873 §30 0000 93( peteayek 
200'012 413878 Security, New Haven....... 930,000 1, 332°) 604 


Security, Davenport 
Springfield F. & M., 
St. Paul F. & M., St. 
Standard, Trenton 
Standard, Hartford 


1,091,681 
6,267 ,704 

379,705 
1,408,186 


41,550,000 
10,000,000 
86,511 


Springfield. . 
Paul... 





$24,270,000 2.37148. 5 lartiord . . 39, 
seas a 1 as : Standard, New York* ce Dye . 
Bis cos: 1 547 Star Ins. Co. of Amer., N. Y. R y900,000 
bl Sterling Fire, Indianavolis 1,169 917 
= 599 = Stuyvesant, New York 1,040,580 
t590,000 533.7: atlty v\ : = ~ rer 
5: pyar 1 aot a. Superior, Pittsburgh . guess 1,158,105 $590,000 
117/500 "298010 Twin City, Minneapolis... 1,970,506 re 
8.220'000 5 784682 Union His. Am. F. & M., N. Y.* 134,417 $450,000 
449,678 1,740,993 tea Wace $500,000 


Union Reserve, 


360,000 F oa . 
iB. United Firemens, Philadelphia 


1,192,771 





$408,050 


2'639 








pean >" United States, New York 4! ae 
pepe. United States Mech. & Ship., N. Y. 2,501,300 $30,000 
d ; 148/849 Universal, Newark 288,269 3 
24 000 393895 Utah Home, Salt Lake City. 1,030,406 $250,000 
: 12'840 Victory, Philadelphia* 260, 417 §500,000 
1750.000 236.550 Virginia F. & M., Richmond 1,060,344 
285250 482.534 Westchester, New York 3,845,577 b2, 100,000 
275,000 353,389 Ree 


Totals. .... 350,380,403 41, 893, 786 


372,500 


230.2 


240,000 140 








w4 175,000 76 
bb5,160,000 13 
h472,000 ,611 
390,000 349,664 
109, 351 

233,000 

374,000 

165,000 
676,000 982 2” ,105 
30,000 1,940 506 
584,417 
25,000 740,584 
240,000 1,023,328 
21,461,464 3,451,175 
$96,174 2,035,126 
24 000 264,269 
656,500 623,906 
180,000 580.417 
{670,000 390, 344 

2,260,000 f 





578 





162,041,611 





Mech. and Traders, New Orleans. 3 2 (7 eee 
Mercantile, New York. 1,410,451 Retire 
Merchants, Denver... . 377 ,697 630,000 
Merchants, New York. . 1,921,979 678,000 
Michigan F. & M., Detroit oe 861,755 Pap ed 
Milwaukee Mech., Milwauke e. 2,790,638 6126,566 
Mississippi, Jackson* eae s 82,157 

National Amer., Omaha L210 U..) Peapacer arse 


National-Ben F tanklin, Pika 2,033,766 38 ....6-.- 
National, Hartford.... . a P 8, 
4, 


National Liberty, N.Y. 


111,739 
304 426 


12,000 822,467 *In business less than ten years. In 
740,000 670,451 $300,000 stock dividend. § Surplus paid in. 
181,999 225,698 surplus to capital. 6 Premium on new stock. ¢ 


u1,360,500 
400,000 

1,595,000 and the 
35 


$600,000 stock dividend. 


d $1,000,000 transferred from capital to surplus. 
capital to surplus, and $600,0U0 surplus paid in. 

International of Dallas. 
k Includes $7 


+ Includes $500,000 stock dividend. { Includes 
a Includes $1,000,000 transferred from 

Includes $450,000 surplus paid in. 
e Includes $300,000 transferred from 
g Merger of the Austin Commonwealth 
h Includes $200,000 stock dividend. t Includes 
000,000 stock dividend. / Includes $300,000 
m Includes $300,000 trans- 
p Includes 
$321,000 surplus paid in and $73,465 notes 
t Includes $250,000 
v Includes $250,000 premium 


National Reserve, Dubuque, Ta.* 
National Sec urity, Omaha.. 
National Union, Pittsburgh. 


Newark, Newark. 





255,833 
230,193 
2,592,896 





1,198,688 





§250,000 
1625,000 


148,569 437 ,360 prem. on new stock and $100,000 contributed to surplus. 
1,280,335 753,431 ferred from surplus to capital. o inches $2,800,000 stock dividend. 
4,000,000 4,111,739 $2,500,000 stock dividend. r Includes $ 
72,659,905 1,644,521 collected on sale of stock. s Includes $6,000, 000 stock dividend. 
60,000 195,833 stock dividend. wu Includes $570,000 stock diviend. 
37,500 442,693 on new stock and $375,000 surplus paid in. w Includes $1, 
1,198,725 2,019,171 xIncludes $73,600 stock ividend. y Includes $500,000 premium on new 


$400,000 surplus paid in. z Includes $62,500 stock dividend. 
342,681 856,007 stock dividend. b Includes $2,000,000 stock dividend. 





000,000 stock dividend. 
w stock and 
aa Includes $150,000 





Has paid losses for 
over 50 years 





J. HARRIS LENKER, President. 


City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


A strong, conservative Company, noted for 
fair and prompt adjustmen} of losses 


Organized 1870 
Cash Capital $600,000 


A. F. O’DANIEL, Secretary and Underwriting Manager. 
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EVERY YEAR A RECORD YEAR 














Year Income Assets Paid Policyholders Since Organization 
1909 $9,248.00 $5,683.00 $722.46 

1913 $234,570.00 $55,825.00 $320,985.43 

1917 $758,923.85 $365,736.81 $1,307.881.83 
1919 $1,273,980.95 $654,673.66 $2,304,004.49 
1921 $2,374,671.38 $1,499,846.33 $4, 234,599.59 
wee $2,891,874.11 $1,722,207.46 $5,763,009.64 


23 $3,337,492.14 $2.119,695.57 $7,385,699.08 


Company 
KANSAS CITY, MO. 





Business Men’s Assurance 


W. T. GRANT, President 














NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 
56 Richton Ave.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 


FRANK G. DELA HUNT, 
Special Agent 
726 Racine Street, Milwaukee, Wis. 


W. £. RAY, Special Ageut 
Terre Haute, Ind. 


ERIK LINDSKOG Special Agent 


C. C. CRANDALL, Special Agent 
7 W. Lake St., Minneapolis, Minn. 


Cambridge Springs, Penn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 





EVERY INSURANCE MAN | 


Who travels as Solicitor, Auditor, 
Kew Inspector or Adjuster is 


ELIGIBLE 
TO THE 


Iowa State Traveling Men’s Association 


“Oldest and Best’’ 





QA SUTE 


Suomi 


Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to February 1, 1925, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 


























INSURANCE GENERAL CASUALTY 


and SURETY INSURANCE 


Workmen’s Compensation, Automobile 
Health, Accident, Plate Glass, Res- 
“It CASHALTY idence, Burglary, etc. 
jan D> Fidelity and Surety Bonds. 
\ SURETY | 
mae”) = GENERAL CASUALTY & SURETY CO. 


ELMER H.DEARTH, President 
606 Woodward Ave., Cor. Congress Detroit, Mich. 


~ 


a 


2 GENERAL /k 
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LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 
Organized 1855 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 
Capital, $2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 
NEAL BASSETT, President 


JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 




















Great American 
Insurance Company 


NewPork = 


Choose 
Your Your 
Compary INCORPORATED - 1872 Company 


STATEMENT JANUARY 1, 1924 
CAPITAL 


$12,500,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


21.316,680.16 


SURPLUS 


12,465,360.86 
46,282,041.02 


LOSSES PAID POLICY HOLDERS 


$154,469,515.82 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$24,965,360.86 


Home Office, One Liberty Street 
New York City 


PACIFIC DEPARTMENT 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisco, California 


WESTERN DEPARTMENT 
CG. R. STREET, Vice-President 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, Il. 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT 
NEW YORK—Wwm. H. McGee & Co., General Agents, 15 William Street 
SAN FRANCISCO— George L. West, Manager, 220 Sansome Street 
CHICAGO—Wnm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bld¢- 
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BUREAU MEETS AT ATLANTIC CITY 
President Waite Bliven Scores Western 
Union 


Waite Bliven, president of the Western In- 
surance Bureau, at the semi-annual meeting of 
that organization, held this week in Atlantic 
City, took occasion to lay the blame for the 
chaotic condition of the fire insurance business 
in the West directly upon the activities of the 
Western Union. He said that the deplorable 
situation in which the business has been thrust 
was not of the Bureau’s seeking. 

Resolutions were adopted on the death of 
Charles E. Sheldon, vice-president and Western 
manager of the American of Newark. William 
H. Stevens, president of the Agricultural, and 
John W. Crooks, vice-president and treasurer 
of the Ohio Farmers. 

It was decided that the next annual meeting 
of the Bureau will be held at the Greenbier, 
White Sulphur Springs. 


WEST VIRGINIA UNDERWRITERS 
MEET 
Hold Important One-Day Session at 
Atlantic City 

The principal topic discussed at the West 
Virginia Fire Underwriters 
Atlantic City 
methods to eliminate violations of 


Association meet- 


ing, held in last week, was 


written fire 
insurance contracts on the part of underwriters. 
Carpenter of Wheeling, W. Va., 
special agent of the New York Underwriters 
presided and under his directions 


Benjamin C. 


Association, 
the outcome of the deliberations specified that 
no change take place in the rules without first 
referring the proposal to the rules committee, 
By this the measure will be postponed until the 
next meeting of the association, when, after a 
favorable report from the rules committee, it 
will come before the association and the execu- 
tive committee. 


The session was held for one day only and 
dispersed in the evening. 
Beside Mr. Carpenter, president, other offi- 


were: F. W. 
and. A; ‘Ss; 
The 


Shirer of Wheel- 
Whitley of 


meeting of the 


cers attending 
ing, vice-president, 
Wheeling, 


executive 


secretary. 

committee 
Chairman E. P. 
Va. 


presided over by 


Parkersburg, W. 


was 
Douglas of 


—A fire company desires to secure the services of 


farm special agent, 






























CHICAGO AND THE WEST 


Courses at Northwestern.—Announcement 


of the establishment of insurance courses at 
Northwestern University has been sent out by 
The classes, which are to be 
; loop building, will con- 


for the particular 


that institution. 
held in the University’s 
sist of afternoon 
benefit of high school students who can at- 
at that time, and evening for 
students unable to attend 
and also special students over twenty- 


sessions, 
tend sessions 
high school during 
the day, 
one years of age. For the afternoon sessions a 
number of Chicago insurance offices have taken 
scholarships. 

Exhibit of Chicago Board.—The Chicago 


3oard of booth at 
the Illincis Products Exposition to be held in 


Underwriters will have a 


Furniture Mart on Lake Shore Drive 
Shore talks will be made in the 
and on the October 9, 


the new 
October 9-18. 
afternoon, evening of 
the anniversary of the great Chicago conflagra- 
tion, a fire prevention address will be broad- 
casted. 

Half Fares to Northwest and Blue Goose 
Meeting.—Special railroad rates are being 
granted attend the an- 


Asso- 
Grand Nest 


delegates who are to 


nual meetings of the Fire Underwriters 
Northwest the 
to be held in Chicago dur- 


ciation of the and 


of the Blue Goose, 


ing the week of October 13. 


Examiners to Meet.—The Association of 
Fire Insurance Examiners of Chicago will 
hold its next meeting this evening. Harry 


Thumeyer will address the meeting on sprinkler 
leakage and explosion insurance. 


PHILADELPHIA NOTES 


Golf Tournament Held.—The twenty-sec- 
ond tournament of the Insurance Golf Associa- 
tion of this city was held September 17 at the 


Cricket Club, Ardmore. George V. 


Smith was winner of the Class 


Merion 
A low net score 
Charles B. 
Brooke, 81. In 
Payne, 83, 
There was 


with 76; second prize, Jen- 
third, 
Class B, the winner 
with S. H. Pool, 


at night, at 


prize 
nings, 78; George H. 
was B. J. K. 
with 88. 
which George H. 
talks by Sam 


second, 
‘ Seas 
a dinner srooke 
acted as toastmaster. There were 


Clyde, S. H. Pool, Charles B. Jennings, E. H. 
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Lycett and Major G. W. Butts; Nicholas Biddle 


rendered songs. 

Hanover Fire Appointment.—The Hanover 
Fire has appointed Thomas M. Baker, 
Philadelphia adjuster, as_ its 
agent for automobile lines in this city. 
established offices at 1237 N. 
Baker was with the 
Company and later with the claim department 
of Wagner & Taylor. 

Brokers’ Certificates—The Philadelphia 
Fire Association has granted a 
broker’s to Dale B. of this 
city. Expired certificates not renewed are those 
of: Walter B. Smith, Marcus S. DeWolf, F. 
W. Stillman and E. R. Zimmerman. 

Lumbermens Appointed.—The Lumbermens 
has named Wallace Reid & Company as metro- 
They 


widely 
general 
He has 
Mr. 
Insurance 


known 


Broad street. 


formerly Sun 


Underwriters 


certificate Lelar 


politan district agents in New York city. 
are located at 76 William street. 


BOSTON AND VICINITY 
Thomas H. Dooley Dead.—The death of 
Thomas H. Dooley, 
Automobile of Hartford, 
tinct shock to the insurance fraternity 


Boston manager of 


the came as a dis- 
here, as 
the 


Ingland Insurance 


few knew of his illness. He was one of 
oldest members of the New 
Exchange, having joined in 1888. 


Program for Insurance Advertising Con- 
ference Meeting Already Planned 

A tentative program has already been drawn 

Conference 

The 


will be almost entirely devoted to busi- 


up for the Insurance Advertising 


meeting in Pittsburgh, October 27-28. 
meeting 
ness, with but a little entertainment on the close 
of the second-day session. It has been planned 
that the meeting be devoted to special sessions 
taking up every phase of the work; however, 
the principal topic of the meeting will be better 
relationship of insurance to the public through 


The 


such an 


advertising. coming meeting is to be 


devoted to extent to business alone, 


that it will even exclude the usual speeches, as 
formal talks are 


not more than three or four 


scheduled. This type of meeting is most un- 


usual and its outcome is awaited with interest. 
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CERTAINTIES 


DEATH AND TAXES! 


According to the proverb, these are the great certainties of civilized life. And we find it so. 


The total ordinary receipts of the United States Government for the fiscal year 1923 were $4,000,000,C00— 
or over $36 per capita. Practically all from taxes! Who paid this? Perhaps you think you didn’t. 


TAXES ARE A CERTAINTY! 


The budgets of the various States, for 1923, were over $890,000,000—nearly $9 per capita. Practically 
all from taxes! Who paid that? Perhaps you think you didn’t. 

Municipal taxes exceed the State taxes, for those who live in cities, many times over. The taxpayers of 
Greater New York pay over twenty times as much in city taxes as they do in State taxes. 

- The report of the Federal Trade Commission says the total amount of taxes paid for federal, state and local 
purposes in 1922 was over $7,750,000,000. 

Don’t think you escape because you directly pay no real estate tax and no income tax. ‘The consumer 
pays the tax,” in the cost of what he consumes—rent, food, clothing, transportation, recreation. 

The man who actually pays the taxes passes a part or all of them on to the consumer. He must—because 
his goods and his service cost him more. All the great corporations pay large amounts in taxes—and taxes 
make the cost of their products higher to the consumer. The railroads pay more in taxes than they pay in 
dividends to stockholders. 

This Company has within five years paid over $19,000,000 in taxes, excluding taxes on real estate. 
All of this $19,000,000 would otherwise have been used to reduce the cost of insurance. In other 
words, the Company passed the taxes on to the consumer, on to its policy-holders. It had to. 

This happens constantly in every business, and yet many people think they escape taxation because they 
make no tax returns. 

We all pay taxes while we live, and our estates or our families or our friends pay them for us when we die. 

If, for example, you die possessed of railroad stocks, they may be taxed by each state where the railroad 
is incorporated, by the state where you resided and by the state where the certificate was located at the time 
of your death. It has happened that inheritance taxes exceeded the entire value of an estate. 

Yes, taxes are certainties! And they often bulk large; too large! 





DEATH IS A CERTAINTY! 


Death has a long record. He appears in the first chapter of the story of mankind. For centuries Death 
seemed capricious—subject to no law—and he is so still, so far as the individual is concerned; but, with men 
in the Mass, Death has a well discerned law of action. 

Of ten thousand men in good health, some will die the first year and some in every year thereafter till all 
are dead; but who will die soca and who will live long is the great mystery. 

During the first three months of 1924 the New York Life Insurance Company paid 2,739 death-claims. 
Of these policy-holders, 126 died in the first year of insurance, 136 in the second year, 463 between three and 
five years after insuring, 494 between five and ten years after insuring, 707 between ten and twenty years after 
insuring, and 813 after twenty years of insurance. ‘Twenty years ago no one knew which of these 2,739 people 
would die first. 

That uncertain but sure event lies at the very heart of the practical problem of living; it made life in- 
surance necessary. 

Between these certainties—Taxes and Death—what should a prudent man do? 

He must himself meet the first certainty: Taxes. He will pay taxes while living even though he doesn’t 
know it. 

But the taxes that literally spring at his dependents when he dies he cannot meet personally. He can 
provide for them, however, through life insurance. 

He can do more! He can at once create an estate and protect it. 

Ask any New York Life man! He will tell you all about it. 


NEW YORK LIFE INSURANCE COMPANY. 
DARWIN P. KINGSLEY, President. 
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Practical Pointers for Plucky Agents 


Registrar, Life and Casualty 


The success of any undertaking in the realm 
if salesmanship depends upon three things, as 
follows: (1) The agent, (2) the article you 
are selling, (3) your market—the people to 
whom you are selling. And it certainly cannot 
be denied that the agent is the one upon whom 
the success or failure must depend. Of course, 


much could be said about how the agent should 


conduct his canvass, how he should be 
thoroughly prepared, how he must first be sold 
himself if he expects to sell others and the 


like, but stifl this simply comes back to the 
very simple assertion: it depends first upon the 
agent. And that presupposes everything else. 

The purpose of this article will therefore be 
to throw out some practical pointers for the 
plucky agent, that he may be able to know his 
business, and how he must meet the market— 
his buyers. And at this point I must add that 
pluck is the principal quality an agent must 
possess. You can know all the fine technicali- 
ties of your proposition, and all the psychology 
of up-to-date salesmanship, and if you lack the 
necessary pluck, that you must possess, all your 
Some one 


knowledge and are useless. 


ability 
has very truthfully said that if you would win 
out, you must push out, stay out and fight it 
No truer This 
thought alone is sufficient to verify the fact 
that the agent 


out. statement was ever made. 
is a very essential part of an 
The fact of the busi- 
1@ one upon whom the greatness 


surance organization. 
ness is; he is tl 
and growth of any company must depend. 
Take a Look at YourSsELF 

I mean by that you should occasionally take 
a ‘little personal of 


your anilities. One of the world’s greatest men 


inventory yourself and 
was able to make himself so; largely because 


of the fact that each day he would keep books 


By WitttraAm C. Morton 


on himself. He had a regular chart for keep- 


ing tabs on himself. If at the end of the day he 
saw he had made a failure in some of the true 
aspects oi living, the next day would find more 
effort exerted upon that particular failure of 
By so doing, he was able to 
That 
was Benjamin Franklin, and history will sing 


the previous day. 
strengthen his known weaknesses. man 
his praises on, down the corridors of time until 
the end of the world. 

I think it would be well for agents to do 
likewise. There is nothing that generates pep 
and enthusiasm more than comparison, and this 
improve- 
that 
when he 
shortcomings. No 
likes to be surpassed. Neither should any man 
to best And 


he is doing so when he does not show any con- 


is especially true when you can see 


ment. And it goes without saying any 


agent is going to show improvement 


begins to face his man 


want defeat his own interests. 
tinual improvement. 
The principal object of criticism is to help. 


No to 


The best criticism is that which comes in the 


man should object friendly criticism. 


form of mutual helpfulness. The agent should 
therefore welcome any friendly criticism from 
| 


is superintendent, that is, for his own good. 


\nd no superintendent would willingly criticise 


one of his agents if he thought it would make 
Are you susceptible to criticism? 
Does 


it make you feel that your superintendent is 


him weaker. 
Does it strengthen you or vice versa? 
your friend? It should make you feel that you 
and your superintendent are brothers in the 
of 
should therefore determine what 
Find out how 
If you find yourself getting lazy 


great fraternity insurance salesmanship. 


Every agent 
his attitude toward criticism is. 
you stand. 
and in a rut, and you see that you are not get- 


ting the business you should, you are in need 


Insurance Company of Tennessee, Nashville 


of a critic who will really be your friend. 
like 
to 
agent can then begin to strengthen himself be- 


who wants the 


This type of 


Personally, I the agent 


other fellow criticise him. 
cause he can begin to see himself through the 
And this is simply an im- 
And 


no man can get an impartial view of himself 


other man’s eyes. 


proved way of taking a lcok at yourself. 


unless he knows how the other man sees him. 
let of 


yourself have a depressing effect upon you. 


But, do not the other man’s view 


There are certain principles of life to which 
we should subscribe and nothing should be able 
to make us lose our balance. I mean by this 
that 
washy,” and be switching here and there. 


“wishy- 
The 
biggest coward in the world is the man who 
to 


agents should never become 


has a desire desert himself and his own 


best interests. 


Be AN ARTIST IN THE PRESENTATION OF 
Your PROPOSITION 
In other words, be an expert. Know the 


thing inside out. Let it become “second nature” 


to you. Make the agency profession a delight, 
a pastime, a hobby instead of a drudgery. And 
no man can succeed at anything as he should 
unless being actively engaged at his work is 
his greatest pleasure. And bear in mind that 
no prospective client of yours will ever put a 
higher valuation upon your proposition than 
And he will never be more enthusiastic 
It therefore behooves you to 
Mastery 


you do. 


than you are. 
present your proposition as a master. 
has a effect than any influence 


could bring to bear. 


greater you 


Know Your CoNTRACTS 
Know every detail of your various policy 


contracts. In many ways, all insurance poli- 





cies are the same. It is therefore not a labori- 
ous proposition for you to distinguish between 
the various ones. One policy offers one in- 
ducement and another one offers another. <A 
knowledge of your policy contracts, therefore, 
is simply nothing more than a distinction be- 
tween their various provisions. I believe it 
would be time well spent for any agent to spend 
a few minutes each day in reading over cer- 
tain policies, and certain provisions of them. 
This enables you to better explain them to 
others because it gives you an intimate familiar- 
ity with them. 

Everybody admires a skilled lawyer, and has 
words of praise for the successful doctor. We 
admire them because they know the laws of 
But if there is any 
place in the world where skill counts for 


success and follow them. 


something, it is in the insurance business. Skill 
pays greater dividends in both money and 
happiness in the insurance business than in any 
other profession. And _ skill, means nothing 
more than a thorough knowledge of your 
proposition. Therefore, it is certainly a prac- 
tical pointer to say, “Be skillful.” 

In other words, if you would earn more, 
learn more. 
tween having a lot of miscellaneous facts scat- 
tered about in your brain and having them or- 
ganized and labeled, ready for immediate use. 
Learn to assort your facts so you can have 


There is a great big difference be- 


them for ready reference. You should have 
the facts of your proposition so well organized 
that you can be able to meet any excuse that 
might be offered with a polished thuth. Have 
them in reserve, and then, when you encounter 
obstacles, have them so arranged that you will 
have nothing to do but bring them out with all 
the force at your command. 

Have you ever taken a look at your fellow 
agents who have been promoted to places of 
greater responsibility? Have you tried to as- 
certain just why they were given something 
bigger to do? A little research along this line 
would certainly be time well spent. It goes 
without saying that business is too cold and 
too unsympathetic to grant anything these days 
that is not given solely upon merit. In other 
words, the agent who gets promoted must be 
one who can not only make more money for 
himself in a place of greater responsibility 
but he must be one who has already demon- 
strated his ability. Take a lesson from the 
man who walks off and leaves you. Then ask 
yourself why you were not selected instead 
of the other man. Then, determine to push 
out and grow. 


Do Not Let Prospects FLATTER You 

Remember that when your prospects listen 
very attentively to your proposition and then 
say you did “well” or that you did “beauti- 
fully” that they are merely flattering you. Any 
agent should resent this from any prospect. It 
either means that you have not secured the 
proper attention you should have or else you 
have not impressed them with your sincerity. 

Whenever any prospect is inclined to flatter 
you, it means the same as to say, “You talk 


well, but you cannot interest me.” Should you 
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run up against such cases, it is time for you 
to do a little thinking. Perhaps, you have 
an insincere attitude, you cannot gain their 
confidence, or perhaps you have too much of 
a “sing-songy” method about you. 

On the other hand, while you should resent 
any type of flattery, you should also not offer 
any. Remember you are out to sell insurance 
and not to flatter people. Do not get on a 
plane of being too intimate with your prospects. 
Remember you have called on a purely busi- 
ness trip. At the same time you can make a 
business call in the capacity of friend and ad- 
viser. And do not be too much of an adviser. 
Remember people do not like to accept advice 
very much. The main way to be a friend and 
at the same time their adviser is to have such 
a complete mastery of your proposition that you 
just naturally become a counselor to them. In 
other words, show such a mastery of your work 
that they naturally appeal to you for advice 
In that way, 
you unconsciously become their advisor and 
And after all that is the most effective 


about their insurance problems. 


friend. 
way. 


Do Not Stray Orr oN OTHER SUBJECTS 

When you enter the door of the prospect, 
you should bear in mind that you came there 
to talk on only one subject—and that is insur- 
ance. And if you would be master of the situa- 
tion, you must not allow anyone to lead you 
off on other lines of thought. I do not mean 
by that you should not mention other subjects. 
You would be a very poor mixer if you could 
only talk about insurance. But, here is the 
thought: There would be nothing more pleas- 
ing to some people than to get you started off 
on some long conversation and gradually lead 
you away from that which was your mission. 

To stay upon the subject of insurance until 
the consummaticn of your sale, however, will 
require tact and skill on your part. You must 
be every inch a gentleman and must first gain 
the confidence of your prospect. You would 
think very little of a drygoods man with cloth- 
ing to sell who spent all of his time talking 
about some subject foreign to the clothing in- 
dustry. You would very soon decide to buy 
your clothing elsewhere. And you would do 
this principally because of the fact that you 
would conclude that they were not very much 
interested in their own proposition. And re- 
member, in selling insurance, that human nature 
is very much the same. 


Be AN [Gorist 

Do not be afraid of being called an egotist. 
I<gotism is simply one form of self-contidence 
and self-reliance and is very much desired. You 
must be egotistical if you expect the other fel- 
low to have any faith in your proposition. If 
you are egotistical, you will not be in a class by 
yourself, by any means. This is true because 
almost without exception all the great men of 
the world have been egotists. They were 
egotists because they believed in themselves and 
in what they were doing. 

If there is anyone entitled to be an egotist, 
This is 


it is certainly the life insurance man. 
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true for the following reasons: (1) Yoy are 
a servant of the people. (2) Your service re- 
turns more in dividends from any standpoint 
than any other’ human endeavor. (3) Your 
sphere of activity is unlimited. As long a. 
the world revolves on its axis, there will be 
all kinds of opportunities for your Operations, 
(4) You are engaged in a work that is an 
integral part of the nation. (5) Your Success 
is evidence of the fact that work has been per- 
formed intelligently and wisely. You can easily 
see from these thoughts that the man who suc. 
ceeds as an agent is entitled to plenty of credit 
In other words, if you are a good agent, you 
know yourself that you have performed a 
Hence, you are entitled to 

However, do not become 
too egotistical. All that is required is that you 


meritorious work. 
the rank of egotist. 


do your duty, and leave no stone unturned for 
your own personal growth, and for paving the 
way to be of greater service. Make yourself 
felt for good. 


Stick TO THE INSURANCE Business Unti 
You Make Goop 

If there is any one profession that requires 
the regular bull-dog tenacity and _ stickability, 
it is yours. If the thought of entering some 
other line of work ever enters your mind, re- 
solve to stay with it at least until you have 
made good. In other words, if you stay until 
you see yourself succeeding, the taste of suc- 
cess will be so tempting that you will want to 
And re- 
member, you must be that much enthused be- 
fore you make much distinction as an agent. 


do nothing else but sell insurance. 


Men who are inclined to be shiftless are not 
The law 
of compensation certainly has no rewards for 


aware of the law of compensation. 


the man who does not have patience enough to 
realize that a man only gets out of life what 
he puts into it. Life offers no bonus to the man 
Ksut the worker will 
get a bonus for just as much as he is willing 
And no one 


who will not work for it. 


to pay for—in real honest toil. 
else is entitled to any. 

The man who fails is usually guilty of his 
own failure. If any person will solicit a cer- 
tain number of persons each day, there will be 
the law of averages to assist him. In other 
words, as long as the agent sticks to the job, 
there will, by reason of the unwritten laws of 
nature, be a few who will accept his line of 
And the only difference between the 
successful and the unsuccessful is that the suc- 


reasoning. 


cessful man seeks to improve his methods, his 
logic, increases his knowledge, becomes more 
efficient, and the shiftless man does not. You 
put your own price tag on yourself, and the 
world is well able to distinguish between 
“marked-down” and stable merchandise. The 
thought is: Do not “mark yourself down.” 
Be a non-fluctuating, stable, and permanent 
And about the only way this call 
he done is by staying with one thing until you 
conquer it. This is the quality that made 
Grant great: it made Napoleon; it made Lin- 
coln, Washington and Wilson immortal; and in 


character. 


(Continued on page 31) 
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September 25, 1924 


METROPOLITAN ITEMS 


Three New Districts Created Provid- 
ing for Promotions 


LEADERS IN THE FIELD 





Rockaway, New York, Leading District of 
the Country, Oak Park Second 

There are few changes to be reported among 
the managers of the Metropolitan Life Insur- 
ance Company during the past eight or ten 
weeks. But three new districts were created, 
one in the Middle West territory and two in 
the Southwestern territory, all providing, how- 
the Southwestern 
territory the districts of Little Rock and Jones- 
boro, Ark., were split and a new district cre- 
ated August 25, to be known as Pine Bluff, to 
be in charge of Murray G. Thompson as man- 


ever, for promotions. In 


ager. He was formerly assistant manager in 
Hot Springs, Ark., a detached point worked 
from Little Rock, and thus received promotion. 
Leavenworth, Kan., a detached point worked 
from Kansas City district, was created a dis- 
trict September 15 with R. L. Peck, formerly 
an assistant manager in the Wyandotte Dis- 
trict of Kansas City, promoted to be superin- 
tendent. Several of the detached points worked 
from the Clarksburg, W. Va., district in the 
Middle West territory were combined to form 
the new district of Fairmont, W. Va. The new 
Samuel O. Feaster, formerly an 
assistant manager, took charge September 22. 
In the Southern territory a vacancy occurred 
in Shreveport, La., and Walter R. Metz, assist- 
ant manager in the Bay Ridge, Brooklyn, 
NoYes, was promoted. W. J. Shilling- 
burg, manager of the Lee, Richmond, Va., dis- 


manager, 


district, 


trict, resigned and his place was filled by the 
transfer of Robert M. Ryce from Newport 
News, Va., July 7. W. Bartol, 
had been manager of the Patapsco, 
Md., district, and who through ill health had 


Edwin who 


3altimore, 


been discontinued for the time being, was ap- 
pointed manager of Newport News, Va. Two 
the Western 
Jalass, assistant manager 


promotions occurred in Great 
territory—Henry V. 
in Milwaukee, Wis., was made manager of the 
Wausau, Wis., district, June 23, and J. W. 
Murphy, assistant manager in the Belle Isle, 
Mich., district, was appointed manager of the 
Battle Mich., district. The 
Tenn., district in the Southwestern 


had a vacancy and Robert W. Moore, manager 


Jackson, 


territory 


Creek, 


of Joplin, Mo., was transferred, June 23. This 
left a vacancy in Joplin, Mo., which was filled 
by the promotion of Harlin H. Cecil, assistant 
manager of the Ardmore detached section of 
the Oklahoma City, Okla., district. 
changes were made between the two districts 
of Sioux City, Ia., and Poplar Bluff, Mo., 
W. J. Slack, manager of the former going to 
the latter place and T. M. Polette, manager of 
the Poplar Bluff district, going to Sioux City. 
In the New England territory there were few 
changes. A vacancy occurred in the Palmer, 
Mass., district, which was filled by the pro- 
motion of Herman E, Westby, assistant man- 


Two 
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12. Hidden Treasure 
Two brothers chartered a yacht and sailed away to an island in the South 


Seas to search for buried gold. 


Before they started, a life underwriter advised them to insure. 


The 


younger brother took a policy for $30,000 and paid for it. The elder said 
he would apply for one for a much larger amount when he got back. 
Neither returned. The elder was murdered by a band of savages, and 


the younger died of a fever. 


So the widow of the former was left in destitution, while the other 
widow received $30,000 from the insurance company. 


APPLICATION: 
A stitch in time saves nine, and a bird in the hand is worth two 


in the bush. 


N. B.—This series of Insurance Fables for The Man in the Street has been published in book form. 


a sample 
The 


50 cents for 
Copyright, 1924, by 


Mail 


copy. 
Spectator Company, 


Liberal discount on quantity orders. 
New York. 





Lawrence, Mass., to be manager. 
Samuel Blum, manager of the What Cheer, 
Rhode Island, district, was transferred to Hyde 
Park, Mass., and he in turn was succeeded by 


Harry Covin, transferred from the Park City, 


ager in 


Conn., district. The vacancy here was filled 
by the transfer of J. Callahan from Hyde Park, 
Mass. Changes between New Britain, Conn., 
and Cambridge, Mass., were made by the trans- 
fer of W. E. Goldthwait, the 
former, to the latter place, and the transfer of 
J. W. Maxwell, Cambridge te 
New Britain. 

The illness of D. G. 
Lawrenceville, Pa., district, in the Middle At- 


manager of 
manager of 
Kyle, manager of tke 


lantic district, necessitated his discontinuance 
and the place was filled by the transfer of FE. J. 
3urke from Camden, N. J. W. D. Bottgen- 
back, who had acting manager in 
Lawrenceville, became manager of the Camden, 
N. J., district. The death of G. W. Crook, 
manager in the Wheeling, W. Va., district, in 
the Middle West territory, was followed by 
the appointment of J. H. Stephenson, trans- 
ferred from Clarksburg, W. Va., and he was 
followed by the transfer of W. B. Jones from 
The Terre Haute, 


been 


the Lexington, Ky., district. 
ind., district needed a new manager and Frank 
T. Leonard, general assistant manager of the 
The 
trict of Anderson, Ind., was without a manager 
and W. P. 


Michigan City, was promoted to be in charge 


territory, was appointed manager. dis- 


Thomas, an assistant manager in 


there. Owensboro, Ky., needed a manager 
and Marshall D. Whitmer was promoted from 
his former position of assistant manager in the 
same district. Caleb A. resident 
agent in Auburn, Ind., was promoted to be 


Ind., district, to 


Lingle, a 


manager of the Shelbyville, 
succeed W. G. Blankenbuehler, who was trans- 
ferred to Norwood, Ohio, and Norman L. Geil, 
of the Middle West terri- 


tory, was promoted to be manager of the Vin- 


assistant manager 


cennes, Ind., district. 


27 


The ten leading districts in the country at 
large, including the Pacific Coast, in average 
paid-for ordinary business per month, per man, 
for the year to and including the week of 


August 25 were: Rockaway, N. Y., N. I. 
Grossman, manager; Knickerbocker, N. Y., 


Isidor Siegel, manager; Oak Park, IIl., Gabriel 
Dunkleman, manager; Lackawanna, Pa., G. L. 
Katz, manager; Ridgewood, N. Y., David Rud- 
berg, manager; Joliet, Ill., B. D. Morton, man- 
ager; St. Clair, Mich., W. C. Martin, manager ; 
South Shore, Ill, J. P. Cleary, manager; 
Essex, N. J., Samuel Peterfreund, manager ; 
Greenwich, N. Y., A. H. 
Among the agents and agents unattached for 
the same business and during the same period 
the following ten were leaders: Charles Levy, 
agent unattached, Passaic, N. J.; Jacob Ratner, 
agent unattached, Jersey City, N. J.; A. W. 
Darasz, agent, St. Clair, Mich.: Henry Klein, 
agent, Knickerbocker, N. Y.; C. A. Bergman, 
agent, Hartford, Conn.; “David Weil, agent, 
Rockaway, N. Y.; Samuel Schwartz, agent un- 
attached, Cleveland, Ohio; Abe Emerling, 
Knickerbocker, N. Y.; Joseph Lipack, 
Abraham 


Bruenn, manager. 


agent, 
agent unattached, Bayonne, N. J.: 
Levy, agent, New Bedford, Mass. 
In average industrial increase per week, per 
agent, for the year to and including the week 
of September &, in the country at large, the ten 
leading districts were: Imperial Valley, Calif. ; 
W. FE. Shaw, manager; Pine Bluff, Ark., M. P. 
Cunningham, manager; New Rochelle, N. Y., 
Rk. R. Lawrence, manager; Webster, Mass., J. 
C. Stevens, manager: Morrisania, N. Y., G. A. 
Weigel, manager; Joliette, Can., Donat Lavoie, 
manager ; Island, N. Y., Abram Van 
Camerick, manager; Oil City, Pa., J. E. Carney, 
manager; Bushwick, N. Y., John Goldthorpe; 
R. Jacobs, man- 


Coney 


manager: Wilshire, Calif., G. 


ager. For the same business and during the 
same period there were nine agents and one 
agent unattached among the first ten. The 


latter was C. L. Grinnell of Newport, R. I. 
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Material Aids to Efficiency 


‘Just what and how much printed matter an 
agent can use with advantage may only be 
determined by his own experience. Among 
successful life insurance salesmen, some carry 
a satchel full of literature while others re- 
strict themselves to a rate book and applica- 
tion forms. 

Personally I 
little printed matter as need be. <A _ verbal 
statement affords opportunity for the strong- 


favor the employment of as 


est possible impression, and I feel that resort 
to cerroboration weakens my standing with my 
prospect. I must secure his confidence in order 
to do business with him, and I prefer to assume 
that I have it sufficiently to induce his accept- 
ance of any reasonable assertion that I may 
make. 

Furthermore, if you can make your entire 
canvass without reference to any document or 
memorandum, you create the impression of be- 
ing thoroughly posted in- your business. For 
this reason | never use an illustration and but 
seldom a rate book. If a canvass is to be 
made on acquired data all the details should 
be memorized beforehand. In other cases most 
of the necessary information should be carried 
in the head at ready command. Every bit of 
practical knowledge that is available to you 
should be absorbed and made part of your 
permanent equipment. Policy forms, pam- 
phlets, useful articles in insurance journals, 
and the rest should be digested and held ready 
for application. 

It is rarely necessary to state precise figures 
in a canvass and much more effective to sub- 
stitute percentages. You should know approxi- 
mately the premium at any age for any stand- 
ard form of insurance policy and also the loan 
values. You are offering, let us say, a twenty- 
payment, non-par contract to a man thirty-five 
years of age. It is quite sufficient to tell him 
that he will be charged slightly less than 3 per 
cent of the face of the policy and will have 
loan values of about 45 per cent in the third 
year; 55 per cent in the fifth; 70 per cent in 
the tenth; 80 per cent in the fifteenth; and 90 
per cent in the twentieth. 

The objections to the use of illustrations 
are many. They encourage careless prepara- 
tion on the part of the agents. They generally 
repel a prospect by their massive presentation 
They afford good excuses for 


of bald figures. 


avoiding interviews. They give a great ad- 
vantage to competitors into whose hands they 
may fall. 

Economy of time and labor are promoted by 
agent should aim to simplify 
A policy 


simplicity. The 
his processes and his mechanical aids. 
register, prospect cards, a card index, and a 


supply of the “record” and “detective” are all 
that he can possibly need in his business. 

The prospect card should contain all the data 
referring to the case, and a brief record of 
each interview, with its data, should be made 
on it. The best way of handling these cards 
is to keep them in an index composed of divi- 


sions for every month, and each day of the 


Boxes, containing such card indexes, 
When 


a card is not in immediate use it should be 


month. 
may be purchased from any stationer. 


filed under the day when it is next intended to 
call on the prospect, or 
month. This system avoids the trouble and 


under some future 
confusion of numerous memoranda. It may be 
stated here that the next day’s prospect cards 
should always be looked over and sorted the 
evening before. 

Many agents have found the record card of 
great value to them. Perhaps I cannot do bet- 
ter than to reproduce the words in which it 
was introduced to the force of the home office 
agency of the Pacific Mutual. 


How Do You Srenp Your Time? 
How much time did you actually turn to ac- 
You can’t 
You don’t know precisely ? 


count in your business last week? 
tell. Yesterday? 
The fact is that you are in the habit of spend- 
ing your time carelessly and without calcula- 
tion. 

Do you spend your money in the same man- 


ner? Hardly. And yet time is your working 


Thursday 


capital. 
Let us suppose that you devote six hours 
daily to canvassing. This is certainly less than 


Its value is inestimable to every agent 


you should, and probably more than you do, 


It is a safe surmise that one hour of your 
short day is consumed uselessly. One hour 
wasted each day means a day wasted each week, 
One day a week will run into fifty-two days a 
year. Two months of twenty-six working days, 
wasted in a year. 

Think of it! But stop; perhaps I am exag. 
gerating. Just turn your mind back over yes- 
Did the wasted time amount to one 
What about the day before? 
Well, now ask yourself honestly 


terday. 
hour? Two? 
No. better ? 
whether in the course of the past month there 
was a single day in which you applied every 
minute of six hours directly and exclusively 
to the purpose of selling life insurance. 

The truth is that you fritter away at least 
one-sixth of your time, and virtually curtail 
You never 
realized it, but it is a fact nevertheless. 


your income in the same proportion. 


When a business man discovers a leakage in 
his receipts or a wastage in his material, he 
puts in a cash register, or establishes a system 


of cost keeping. It is just such a remedy that 








Kindly humor ‘‘puts over”’ 


cannot ignore. 


the seasoned veteran. 
they give. 


the second, called 


Chicago 





SOMETHING BRAND NEW FOR THE LIFE AGENT 





INSURANCE FABLES 
For the Man in the‘Street 


and 


For Life Underwriters 
By WILLIAM ALEXANDER 


many arguments which would otherwise fail; and truth 
spoken in jest, is often more effective than serious discussion. 


In these two new books, William Alexander, the noted educational writer and secretary 
of the Equitable Life Assurance Society of the United States, has set down original and 
convincing reasons for taking out life insurance and keeping it in force. 
story is told in such a clear, instructive manner that the moral is at once apparent. 

* ee 

Fables for the Man in the Street carry their messages to the prospect ina fashion he 
They are clever and vastly entertaining and, at the same time, neglect 
no opportunity for emphasizing the benefits of life insurance. : 
by a route otherwise impossible, and his attention is concentrated and held in favor of the 
life insurance agent and the policies he has to offer. 
the wife and children as well as other members of the prospect’s family, thus frequently 
exerting an influence in quarters which the agent himself could not approach and often 
selling the idea of life insurance while the head of the house is away. 


Fables for Life Underwriters, by inference, teach the agent what to avoid in talking 
with the prospect as well as what points to lay stress on. 
sales ammunition with which to score a hit, and are of equal value to the new agent and 
heir amusing language takes the sting out of the sound advice 


The first booklet entitled, ‘‘Fables for the Man in the Street,” 
Fables for Life Underwriters,’”’ will shortly be published. This 
latter book is intended for the instruction of the agent. 
agent and the prospect to “laugh and learn.”’ 


PRICES 
Insurance Fables for the Man in the Street. 


Insurance Fables for Life Underwriters. 
Discount in quantities 


THE SPECTATOR COMPANY 
Publishers 


Hach whimsical 


The prospect is reached 


In addition, the Fables will interest 


They also furnish pertinent 


is already off press and 


1 These Fables compel both the 
rhey should be in the hands of everyone 


Single Copy, $.50 
Single copy, $1.00 


New York 
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| propose to supply to you. I will make it a 
simple matter for you to ascertain exactly the 
amount of time you spend on your work and 
how you spend it. 

The next page shows a specimen record card. 
When filled out one of these will give you a 
pretty accurate account of your expenditure ot 
working capital for a week. It will not only 
show outlay of time, but the manner in which 
it has been applied. It will enable you to 
check waste and detect misuse. 

On the back of the card is a conservative 
estimate of a year’s work and results. The 
conclusion may look over-large to some of you, 
but the successive steps leading to it are within 
the capacity of all. Everyone can secure one 
interview for each hour’s work. If so, he can 
aggregate 144 ina month. In the natural order 
al things, one-half of the persons approached 
should afford an opportunity for opening the 
cativass. It is surely not too much to calculate 
on the agent’s reducing to prospects one in 
every two men who permit him to present his 
proposition. That leaves him no greater task 
than to close.25 per cent of genuinely interested 
cases. 

There is one difficulty about this program. It 
is expressed in the first sentence: “Six work- 
ing days per week, six interviews per day.” 
Accomplish that and the rest will follow in- 
evitably. Almost any man in our business may 
write $210,000 a year, if every week of his 
year embraces six working days composed of 
six purposeful hours. 

Try it. Try it for one month—one week. 
Note the result and try it for another. In a 
short while your trial effort will have developed 
into a habit, and what appears to be an enor- 
mous undertaking will prove to be an easy task. 


DETECTING WEAKNESS 

Some of the most prominent life insurance 
salesmen attribute their success mainly to one 
particular faculty—that of discovering the un- 
derlying lesson in every important experience 
and profiting by it. This I believe to be one 
of the most valuable habits that an agent can 
acquire. It needs no talent for its practice. 
Indeed, the man who is genuinely interested 
in his work cannot fail to exercise the per- 
ception and insight which will reveal to him 
the operations of cause and effect in his busi- 
ness dealings. It may be taken for granted 
that he will turn such revelations to account 
in the improvement of his methods and the in- 
crease of his efficiency. 

The beginner should habituate himself from 
the outset to review and analyze his experiences. 
After a decisive interview, go to some quiet 
Place and ask yourself, “Why did I fail?” or 
“What was the chief cause of my success?” 
Carefully pass the entire interview in all its 
details through your mind. To find satisfac- 
tory answers to your questions will be of 
immense advantage to you. It may enable you 
to detect a weakness or eradicate a faulty 
method in its incipiency. It may afford you a 
realization of some forceful argument or ef- 


fective process which you employed by chance 
and might otherwise never repeat. 
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Many salesmen unconsciously continue the 
practice of faults for years, and many others 
tactics without 
detinite appreciation of them. These are the 
haphazard agents who accept their successes 


occasionally use successful 


and their failures without troubling to inquire 
into the cause of them. The scientific sales- 
man, on the other hand, is constantly learning 
from his experiences. His canvass is in a 
state of continuous evolution. He adds here 
and cuts out there. He adopts a new argument 
or modifies an old one. He varies his method 
and alters his statements. These changes are 
suggested by the effects and failures which he 
| 


observes in his canvass. His prospects are 


constantly giving him points. The mistake he 
makes with one, he avoids with the next. The 
tactics which prove successful in one case he 
learns to apply in another. 

The chief difficulty with the beginner is lack 
of judgment. Want of experience may pre- 
vent his properly gauging his weaknesses and 
Without his real- 
izing it, his approach may be poor, his canvass 


estimating his strong points. 


may be insufficiently pointed at the beginning, 
or too long drawn out; he may attempt the 
close too soon, or defer it too long. 

The intelligent and observant agent will dis- 
cover these and similar defects, but, at best, 
the process will be a slow and arduous one. 
Anything calculated to shorten this process and 


expedite efficiency must be of practical value. 


GENERAL SUGGESTIONS 

The following suggestions, if faithfully fol- 
lowed, may be depended upon to greatly in- 
crease efficiency. Merely reading them, how- 
ever, cannot be expected to produce results. 
They must be practiced and converted into fixed 
habits. 

Your work should be regulated by a definite 
have given exhaustive 


plan to which you 


thought. You should dispose of your time with 
economy and precision. Have certain hours 
for actual canvassing and let nothing interfere 
with them. Dispose of office business during 
your noon break or after five o'clock. 

Set a certain mark for the year. Aim to 
secure somewhat more than the proportionate 
amount each month. Work each day with a 
weekly average in mind. Under such a method 
of sustained and definite effort any man must 
write at least $120,000 in a year, 

Bear in mind that ‘systematic and effective 
work will not be possible if your leisure hours 
A night with the 


boys” entails at least one lost day in business. 


are irregular and misspent. “ 
The injurious physical and mental effects that 
follow loose living are ruinous to success in any 
serious line of endeavor. <A life insurance 
salesman should be a business man first, a 
social quantity next, and a gentleman all the 
time. 

The large number of unplaced policies an- 
nually reported by every company reflects the 
uncertainty that besets cases in which a settle-- 
ment is not secured at the time of application. 
It is of the greatest advantage to the agent to 
form a habit of using the binding receipt. In 
by far the majority of instances there will be 
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I have found 


no difficulty about the matter. 


it effective to impress upon the application form, 
with a rubber stamp, in red ink, the following 
words: “In the interest of the applicant the 
first premium should be remitted to the com- 
When the applicant 
asks, “What does this mean?” my reply is 
somewhat as follows: 


pany with the application.” 


“If Il receive your premium now, Mr. Blank, 
your insurance will go into full force and effect 
from the moment your examination is  satis- 
factorily passed. Between that date and the 
issuance of the policy several days will elapse. 
ven after I receive it there may be consider- 
able delay in its delivery, owing to your ab- 
sence from the city, perhaps, or to your being 
too busy to see me at once. Now, suppose that 
you die in the meanwhile. That is not very 
likely, [ll admit, but it is less improbable that 
you may become ill. In any case, if the com- 
pany has received your premium the insurance 
is just as effective as though the policy lay in 
your safe. 

“On the other hand, it you defer payment 
your insurance cannot hecome operative until 
the delivery of the policy to you in good health. 
tlowever, the premium is charged from the date 
of issue and it would seem to be good business 
to have the benefit of all you are paying for. 

‘That is what the company means by stating 
that ‘in the interest of the applicant the first 
premium should be forwarded with the applica- 


uion. 


PRODUCING THE APPLICATION 
The best time to get the application before 
your prospect is the very first opportunity that 
offers, or that you can tactfully create for do- 
ing so. 

I remember, when a kid, a wily dentist who 
used to allow me to play with his tools for 
five minutes before proceeding to business. He 
would contrive to put me into the chair with 
the tweezers in my hand. Then gently trans- 
ferring the instrument to his own, he did the 
trick before I had time to get scared. Why, 
I almost pulled my own tooth. 

Try the dentist’s practice on your next pros- 
pect. Spread your application form out be- 
fore him. Let him see it—touch it—and assure 
himself that it won’t bite. When you ask for 
his signature later, you will have less difficulty 
in getting it than if you bring the blank out 
with the abruptness of a bad man drawing a 
gun. 

Let us take an illustration. At the opening 
of your canvass the prospect says: “I may 


How 


you reply, laying 


change my occupation shortly. about 
that?” “Well, let us see,” 
the application “just run over 
Nothing in them that you 
That's all right, then.” 

You continue your canvass with the great 
advantage of having your application before 
the man, and he brought it there. 

There are one hundred and one other ways 
of accomplishing this object naturally and 
logically. 

“What is the date of your birth, Mr. Blank? 
Thanks. I'll jot that down to save time.” 


before him; 
these warranties. 
couldn't sign to? 





“You have a policy with the company, Mr. 


Blank? What is the number of it? Thank 
you. I'll record that before it escapes my 
memory.” 


You will find that getting your application be- 
fore your prospect early im the canvass is a 
great aid to closing. It will help you to make 
a trial close. In case you have been prema- 
ture, it will enable you to retire without re- 
treating. It will make it easier for you to come 
back to the close. 


Extra Issues 
When you have been negotiating with a pros- 
pect for a certain amount and he seems dis- 
posed to close at a lower figure, don’t press 
your point ia0 closely. Take his application for 
the smaller policy and get a settlement. 
When you turn your papers into the office re- 
quest the issue of an extra policy to make up 
the amount originally considered. In a great 
majority of cases, you will place both con- 
tracts. At the time of receiving a policy— 
particularly if it has already been paid for—a 
man is frequently most receptive to the idea of 
additional insurance, and in such cases as we 
have in mind, you enjoy the advantage of his 
having seriously considered it. 


Make It Easy FOR THE PROSPECT 

Most men have an ingrained dislike for fig- 
ures and find arithmetical processes difficult. 

When you tell your prospect that his policy 
will, in the third year, have a cash value of 
$719, you subject him to the disagreeable neces- 
sity of calculating the proportion of that amount 
to the premium paid, if he is to gain an intelli- 
gent conception of your statement. 

You will find that the employment of per- 
centages aids your presentation of the proposi- 
Policy $10,0co, premium 
Cash 
value, third year ($530) about 60 per cent of 

1: tenth year ($2010) about 


tion. To illustrate: 
$257—about 2% per cent of face value. 


the premiums paic 
5 per cent of the premiums paid; fifteenth 
ear ($3212) about 8o per cent of the pre- 
miums paid. Final cash settlement $5260— 
more than 100 per cent of the total payments. 

Expressed in this manner, it is quite easy 
to get a grasp of the cost and returns of the 


policy. 


Tuose BAFFLING PRosPECTS 

Some men have exceptional facility for cre- 
ating interest in life insurance and proportional 
difficulty in crystallizing it into business. Such 
agents are frequently snowed under with pros- 
pects, while they don’t know where to look 
for an immediate application. 

If you find yourself in such a predicament, 
go through your cards and winnow out ten 
or twelve of the most likely. Concentrate on 
Go aiter them with the determination 
Don’t let anything 


those. 
to “kill or close” them. 
divert your attention from these ten or a dozen 
persons. Stick to them as a deerstalker fol- 
lows game. 

You will probably close one or two and get 
rid of some deadwood at the same time. 
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CULTIVATE YOUR POLICYHOLDERS 


An agent can hardly find a more prolific 
source of new business than the persons he 
has already written. Each of them should be 
called upon at least once in sixty days and 
their acquaintance cultivated by all possible 
In the majority of instances your pol- 
He will influence 


means. 
icyholder will appreciate it. 
business to you and give you additions on his 
own life. 

Look over your policy register. 
names of men do you see upon whom you have 
never called since you delivered their policies? 
In how many cases have you neglected to can- 


How many 


vass their relatives and business associates ? 
The entries in the registers of some of the 
most successful life insurance solicitors form 
There is hardly a 
policy but has some connection with another. 
This is the kind of 
represents the utmost production for the effort 
expended. 
by year from the same amount of labor—and 


links in a continuous chain. 
business that pays. It 
It entails a steady increase year 


even less—because there is a constant increment 
of new business from that already done. 

You will be richly repaid for keeping in touch 
with your policyholders—provided they have 
been properly written and honestly dealt with. 


Don’t UNDERESTIMATE Your MAN 

Most of us use defective vardsticks in our 
business. They measure short—and a whole 
lot short at times. Almost invariably the amount 
of insurance which we propose to a prospect is 
less than he is capable of carrying, and often 
considerably less than he might be induced to 
take. 

What is the result? Our inadequate policy 
produces the effect of a pre-prandial cocktail. 
It increases an appetite which is presently satis- 
fied by some other agent, to-his profit and our 
loss, 

Don't be afraid to aim too high. It will be 
much easier to abate your figure than to in- 
crease it. It is not in human nature that a 
ten-thousand-dollar man should be offended by 
your estimating him at the twenty-thousand-dol- 
lar mark. 

You may have heard the story of the rail- 
road conductor who, after going through his 
car in a fruitless attempt to get a twenty-dollar 
rote changed, finally appealed to an old darkey. 

“Can you split this for me, Uncle?” he asked. 
“No, 


straightening his back, 


Boss,” replied the colored gentleman, 
“T suhtinly cannot break 
dat yar bill, but I mos’ assuhdly thanks yuh 
fo’ de compliment.” 


[The foregoing are extracts from the book 
“Efficiency,” by the late Forbes Lindsay, pub- 
lished by The Spectator Company. The book 
is an excellent one for study by industrial in- 
surance agents. Copyright, by The Spectator 
Company, New York.] 


——— 


The Bankers Life announces that the month of 
Octoher has been designated as “Old Policyholders’ 
Month,” and in this connection agents of the company 
will endeavor to call upon all policyholders in the 
hope of rendering service if such is needed along the 
lines of present holdings and especially as to future 


needs. 


& od 


Thursday 


JOHN HANCOCK EVENTs 


Unusual Number of Agents Qualified 
in $50,000 Merit Class 


SEVERAL IN HIGHER CLASS 





Many Promotions Announced from Agency 
Rating to That of Accident 
Superintendent 


“Of course we knew some of them would 
qualify some time but we didn’t expect so many 
would qualify so soon” we don’t know 
who said this, if anyone ever did say it 
but they were justified in expressing such Senti- 
ments about the John Hancock merit class, 
When the records were tabulated for July it 
was found that there were thirty-three new 
members of the $50,000 merit class and two 
new recruits in the $100,000 class. 

The New Yorkers seem to be getting their 
share of the distinctive little emblems which 
they are entitled to wear when they make the 
mark. There are just over 50 per cent of the 
new recruits hanging their hats near Broadway. 
However, the agencies in other sections, nothing 
daunted, are singing that old refrain “Wait 
While,” and the rivalry is keener as time goes 
on, 

William O'Brien of Philadelphia, who is out 
to make 1924 his best year, and Alfred J. Jehole 
of Detroit, who does much industrial in addi- 
tion to his ordinary business, are the proud 
wearers of new $100,000 merit class emblem, 
Those who qualified for the $50,000 class are 


as follows: James Franey, Albany; Irving 
Bauman, Brooklyn: John Sidoti, Hoboken; 
Curt Uber, Hoboken; Michael I, Kohutech, 
McKeesport; William Schock, Philadelphia; 


Leon J. Jolly, Fitchburg; Jacob Levine, Brook- 
lyn; Charles Pennington, Detroit; Herbert S. 
Coln, Chicago; Edward Davidow, Hempstead; 
Thomas G. Meehan, Long Island City; Stanley 
M. Wick, Long Island City; Harry Bluver, 
New York; Jacob Rosen, New York; Joseph 
Demchick, Philadelphia; Barnett Levin, Brook- 
lyn; Roger H. Myers, New York; Andrew S. 
Bagusin, St. 


York; 


Louis; Charles Brutsche, New 


Michael Medas, Cleveland; Joseph S. 


Davenport, Lynn; Paul Schieren, Brooklyn; 
Samuel Marsh, Hartford; Isidor Polonsky, 
New York; Ralph L. Bostwick, Roxbury; 
Samuel Traum, Hoboken; Max _ Krantz, 
Hoboken; George L. Diekhaus, Hoboken; 
Patrick J. Slattery, St. Louis; Solomon 


Chapsky, Chicago; Simon Young, Chicago, and 
Vincent T. 


Assistant Superintendent Johnson of Brook- 


Pakenas, Detroit. 


lyn is not unlike the runner who cops a first 
in the one hundred and then walks away with 
the 88o. 


the seventh lap in the race for leaders he !ed 


He forged ahead and at the end ot 


the assistant superintendents on both weekly 
premium increase and on gross accumulation 
fund production. Assistant Superintendent 
Mitchell of New York led the field on gross 
ordinary issues, as he did at the end of the 


sixth month, 
Of the agents, Jehle of Detroit, Lamm 0! 
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New York and Tchoryk of Cleveland led the 
race on weekly premium increase, gross ordi- 
nary issues and gross A. F. issues respectively. 
Mr. Lamm was the new recruit to the leading 
agents trio, and it is said that he may be the 
first agent to qualify for Merit Class “B” if 
he can hold his stride. 

Detached assistant superintendents Pfister of 
Quincy and Bickhardt of Hoboken are still 
stepping. They have led their particular classi- 
fication for some time on weekly premium in- 
crease and gross ordinary and A. F. issues re- 
spectively. They are not spending much time 
turning around to see who is at their heels, for 
they, along with the other runners, only have 
to look as far as the big league baseball tussle 
to verify the fact that “you never can tell.” 

The following agents have been promoted to 
assistant superintendents in the districts of their 
service: John M. Henning, Philadelphia; Wil- 
liam R. Brizendine, Baltimore; John S. Maher, 
Yonkers; Martin Josephson, Elizabeth; Edward 
S. Marvin, Chicago; Edward V. Boston, In- 
dianapolis; Walter D. Sheton, 
William C. Hansen, North Adams; Edward S. 
Marion, Chicago; Charles L. 
ter: Albert N. 
McCarthy, New 
Baltimore, and Daniel P. Donovan, Cambridge. 

The following agents have been promoted to 
assistant superintendents and transferred as in- 
dicated : B. Lough, New York to 
Allentown; Chambers H. Hood. Pitts- 
burgh III to Pittsburgh II; Harold Finelly, 
Brockton to Salem; Donald H. Richky, Minne- 
apolis to Grand Rapids; James J. Dollarton, 
Philadelphia to Camden, and Walter 
baum, Cincinnati I to Cincinnati IT. 


Indianapolis ; 


Hoytt, Roches- 
John 
Baquol, 


Ginsburg, Salem; 
Charles J. 


London; 


Harry 
from 


Green- 





Cultivation 

Luther Burbank was once asked a question 
bearing on intensive cultivation, and his reply 
is good enough to paste in your hat. He was 
asked “How much land is really necessary for 
aman to make a living?” Here is the answer: 

“A thousand acres for an Indian, a hundred 
acres for a farmer, ten acres for an orchardist, 
one acre for a good market gardener, half an 
acre for a flower or seed man and, for an ex- 
perimenter like myself—a graveyard lot will 
do.” 

Of course your choice of cultivation depends 
on whether you prefer an Indian's living—boiled 
dog and a blanket—or the house, table and other 
comforts of an 
Franklin Field, 


efficient civilized man.—The 


Practical Pointers 
(Continued from page 26) 
msurance it made the great Rosen the peerless 
agent. Besides, one of the greatest arguments 
against the habit of continually changing em- 
Ployers and occupations is that it is an enor- 
mous drain upon the vital energy. Every time 
you make a change, you are less fit for some- 
thing else. You are wearing yourself out and 
Get out of the 
amateur class into the professional. Do not be 


an object of prey. 


are not getting anywhere. 
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INDUSTRIAL INSURANCE SECTION 


Building Up a Successful Character 


By Stuart B. MacD1armmp, M.D. 


Medical Examiner, Reliance Life Insurance Company 


The heritage that is yours to-day was handed 
down by men and women who cleared the tim- 
their toil and 
and 


berlands and builded homes by 
sacrifices—the prairies were 
brought into cultivation by men and women 
who depended upon their own brains and muscle 


subdued 





and industry. 

Law enac ment can never take the place of 
honest work in building real success. 

Permanent prosperity is builded upon per- 
formance, not upon political palaver. 

Loyalty to the job means more than merely 
putting in the hours—it means putting heart 
into your work. 

We cannot shirk on the boss’s time without 
injuring ourselves. 

If the world owes us a living we must be 
our own collector. 

It is useless to expect the world to beat a 
path to our door unless we have something in 
the house well worth showing. 

It is folly to depend upon laws to make men 
honest; the best laws can do is to punish them 
for being dishonest. 

For years men have been trying to find a 
substitute for industry and thrift. Only fail- 
ure has been the result. It simply can’t be 
done. 

These statements are fundamental and 


to you and should have record in your pro- 


vital 


gram of life. 

May I here tell you of an interesting 
mentary of a district meeting in Omaha last 
I asked those present to write on a piece 


com- 


year? 
of paper their understanding of the word execu- 
In over fifty replies there were no two 
the mental 


reactions to a common idea—is it any wonder 


tive. 
alike. This demonstrates varied 
the home office is forced to resort to so many 
angles of salesmanship to get across their ideas 
to you when they know there will be as many 
reactions as there are men concerned? 

Your interpretation of every idea you read 
a suggestion from your com- 
else, will be based upon the 


or hear, whether 
pany or anything 
sum total of your life’s experience and environ- 
wreck themselves 
lor instance you 


ment—and here many men 
on the rocks of inconsistency. 


cannot mix enthusiasm with suspicion; nor 
good will with indifference; nor arrogance and 
efficiency or reason with hate. 

detinite schedules, as 
Is 
tant that you schedule your time 


The 


writes his program for the following 


Railroads are run on 


are all worth-while industries. it less impor- 


and activity? 


Imphatically no. successful solicitor 


1 
day each 


night before he retires. There are just so 


many working hours in each day and each hour 


has but sixty minutes. Every minute should 


mark a definite service to be rendered and you 
are not big enough mentally to remember any 


Extracts from a talk before the meeting last week 


at Colorado Springs of the agents of the Western Di- 
Insurance Company. 


Life 


3I 


vision of the Reliance 





Keep your 
Know the man you in- 


day’s schedule—so write it down. 
appointments promptly. 
terview—by that I mean, know his 
ability, his habits, his business and family re- 
sponsibilities. Just so surely as you over-write 
a man, just so surely will he lapse his policy 
and you lose all. Every man will thank you 
when he finds you have given him protection 
he can pay for and he constitutes a valuable 
asset. He will tell his friends and many times 
arrange the sale of another policy—most of you 
know that. It is as important that you build 
your business on meritorious service, and thus 
command an increasing clientele, as it is for any 
business or profession. 

Know your stuff—one-half of the insurance 
men who come into my office to solicit a policy 
I can embarrass with some question concerning 
life insurance. You don’t want to do business 
with any man whom you think knows less about 
his business than you do—do you? 

The efficiency expert tells 
pyschological moment rules for signing on the 
dotted line. No fast rule can obtain, for no 
two men develop their mental attributes exactly 
no two men are subject to identical 


financial 


you about. the 





the same 
environments. If you present your ideas un- 
derstandingly, convince your man that he will 
get an honest value for his money, his signing 
is a natural There may be tricky 
procedures in writing insurance—and I have 
seen some of it attempted—but in the final 
analysis they prove mighty unsatisfactory busi- 


sequence. 


ness and you never wrote a second policy nor 
had a man speak in commendation of you. 

Intelligent, analytical, honest salesmanship is 
the only conduct that builds business and per- 
sonal success. Accept the statement as gospel 
truth. 

No man ever failed who observed and prac- 
ticed them. No man is in our penitentiaries who 
Upon this foundation you can build 
T can 


lives them. 
with a permanency no man can destroy. 
epitomize the entire commandments in one ward 
—service. And it is such service the Reliance 
has a right to expect you to give. 

Never lie to yourself in the consideration of 
motives If must lie, 
practice on other people; they will find you out; 
but if you continue to lie to yourself, you are 


and consequences. you 


a lost fool. 

Don't worry; to worry about the past is to 
dig up a grave; let the corpse lie. To worry 
about the future is to dig your own grave; let 
the undertaker attend to that. 

Take all the advice that is offered—then act 
upon your own judgment. 

Never discount your own experience. This 
The: chief value 





is dollars 
of the fool’s experience is its worth to others. 
When deliberation is not possible, keep cool. 
Confusion is mental anarchy. 
Learn deep, attentive thinking 
think all around a subject. Do the required 


except to the fool. 





always try to 
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thinking before you go to see your prospect— PRUDENTIAL NOTES Martin of the Spencer and Gosport, Ind., dis. 
once clear thinking is done swiftly carry it into trict, now on the Vincennes staff; Frank Ml 
— All things are possible to him who News of Interest from the Field Blair of Evansville, Ind., and Orville E. lets 
wills, F of the Indianapolis, Ind., Number distri | 
orce , , I district, W 
There is nothing which tends so much to the All three of the latter agents were given the 
Success of a volitional effort as a contident ex- PROMOTIONS ANNOUNCED opportunity to demonstrate what they could qo 
pectation of its success. in the position of assistant superintendent { 
: / or 
Mentally demand, over and over, and with ee ee week. Their success was so noteworthy 
a — or prong ane op = aint New Members of the Old Guard that they were advanced to the positions perma. 
will get what you seek. emand health, de- ; . nently 
. “p During the last few weeks an unusual num- ie Fa 
mand the better things of life. Demand the = 4 fy eee nce Tin wani meena 
universal forces to bring into your career the DC’ Of Promotions and good records have taken hose who have been recently promoted to 
ane See eS ee: PES, SO YORE CARECT LHe anit. Se ; . assistancies will have excellent example fo, 
I aaa ela place among the agents of the Prudential In- : or 
ad is the man who i ee with a  Surance Company of America, Newark, N. J. emulation by glancing at the record of assist. 
personality of unusual NG What is per- Many have attained the honor of the merit @" superintendents Abraham Kessler of the 
sonality ? It is potentiated ainielie humanity button class and not a few have been admitted Brooklyn Number 8 district, Jacob Moscow of 
sonality: s potenti anity, humanity ‘ ; ite canes eta ae a : ee 
in quintessence—uniting all purely human quali to the Prudential Old Guard. This is in the Brooklyn Number 9 district and M. Mahler ” 
ntess —un eg < 1h c all- ¥ r 5 - ‘ . . “tae sctric ¢ "7 7 ale S1¢ 
sa dea caaliaet Meatmnmiay caus’ tay the wolabiiest accordance with the company’s policy of rec- ©! the Hempstead district, all or whom have P 
phase of development oor ognizing honest endeavor and good results. become leaders in their districts. Superinten. ° 
as . ; ) aveceanban (ct eles piney Abate an 
a Among the men who have been recently ad- dent J. P. McNamara of the Ithaca district has 
d c S¢ ay s ac z : . ee = ° . ‘ t — - : na la 
seo ee eiteel tethe oad nes sennil vanced to assistant superintendents are: Henage heen complimented by the ORPny See hav- . 
iis engneene aliicihile pcre Whetton of the Salt Lake City, Utah, district, 78 the highest standing in producing of his di- Fr 
eettine pe i alli yA ER pares because of his long substantial industrial and — and ranking ninth aha the company’s ia 
was deduced by the intelli siiaiae a of re ordinary record; I. R. Snodgrass of the leading superintendents. During the last year 
as , gence se -€ > ‘ ; . yous - Ae rae ees > recipie f 2 Meri . 0 
SR GOAT Sa EE GET Tacoma, Washington, district; Willard  T. he has been the recipient of three merit buttons, : 
; es ae ee) at Other winners of merit buttons are: Nathan : 
drait that two out of every hundred men were Se eg Schwsieer of the Middixiows, W. ¥. dante ta 
° ; 5 . P . bd 2 2 ee 9 S 3 
irresponsibles, eighteen out of every hundred means that you must make your message in- ; ey ne aes stele m; 
: é ; : is : : : who received the $300,000 class button; Francis 
were found to have bodies of men but the _ telligible to the mind of a twelve-year-old child. 4 sa ; a 5 eae ; Z de 
: : ; : Re dee A. Behnke a as J. Cassidey of 
minds of normal nine-year-old-children, 16 per Scientists tell us the average man develops : — poe pete ‘ i ieee 6 ” to 
cent were found to have eighteen-year-old nor- but 10 per cent of his mental possibilities dur- Seago, oo; SE, Sa See 
mal development. Sixty out of every hundred ing his life and that outstanding figures in the - Poledo Number 4, and Homer W. Dixon m 
were found to have the mental development of | world’s history develop but 40 per cent. of Columbus, Ohio, all winners of the bronze pe 
fourteen-year-old children—and_ sixty _ plus With an average of only 10 per cent to excel button. Silver buttons were presented to re 
eighteen plus 2 per cent makes 80 per cent, four is there any excuse why each of you should not Hobert C. Dray of Columbus and (¢ harles A, he 
out of five, fourteen or younger in mind. This more than qualify in your chosen vocation? Gotti of Youngstown. ag 
in 
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With an unbroken record of service to policy- = : 
GAIN IN INSURANCE IN FORCE. .83 PER CENT. oe ee 3 F 
human element enters into every business = Cc 
GAIN IN INTEREST.......... .31 PER CENT. transaction. 2 h 
GAIN IN INCOME................26 PER CENT. = = 
- ASSETS IN EXCESS OF FOUR MILLIONS 2z - 
ES sy .23 PER CENT. = $4,000,000 2 b 
AVERAGE GAIN IN ALL ITEMS...41 PER CENT. = = tk 
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MEETING CLOSES 


Western Division of Reliance Life 
Agents Have Successful Con- 
vention 


MANY SPEAKERS AT SESSION 


Fast Growing Pittsburgh Company Ex- 
tolled by Agents Who Have Become 

Successful in Its Service 

| By a Staff Correspondent] 


BroApMoor HotTeL, CoLoraApo SPRINGS, Sep- 
tember 18.—The second and third business ses- 
sions of the meeting of the Western division 
of the agency force of the Reliance Life Insur- 
ance Company of Pittsburgh were held Tues- 
day morning and afternoon, September 16. 

Angus Allmond continued to preside at these 
Those first called upon to speak 
were: Cyrus K. Drew of the Insurance Re- 
port, F. W. Bland of the National Underwriter 
Smith, secretary of The Spec- 
tator Company. Mr. Smith spoke of the re- 
markable progress of the Reliance Life and the 
desire of The Spectator Company to continue 


sessions. 


and Loughton T. 


to be of service to them. 

Maurice Weyle, of Edward Stearns & Co., 
makers of the Reliance Life rate books, hap- 
pened to be visiting the Broadmoor and was 
requested to say a few words. He said that 
he had no doubt that the salesmanship of the 
agents was responsible for the billions of life 
insurance in this country. He recited an in- 
teresting experience he had had when he sug: 
gested life insurance to two friends of his who 
were partners in They decided to 
buy some life insurance and went to the borne 
office of one of the large New York companies. 
It took them three-quarters of an hour to find 
someone in the home office building who would 


business. 


take their order. This experience emphasized 
the fact that very limited facilities are offered 
to the men desiring to buy life insurance, it be- 
ing assumed by agents and companies alike that 
it must be sold in every case. 

L. F. Thomas of Taft, Cal., expressed his 
thankfulness for his connection with the Re- 
that absolute faith in the 
company and its policies was accountable for 


liance and stated 
his success. 

E. N. Armstrong of San Francisco pointed 
out that when one failed to make a sale it was 
best to study one’s own selling talk and not 
the reason for the prospect's refusal. 

L. R. Fulmer of Berkeley, Cal., 
very able and inspiring address on the mission 
He pointed out that 


gave a 


of life insurance men. 
there were greater things to the life insurance 
business than merely collecting premiums. Life 
insurance agents are public benefactors and, as 
a system for saving, the life insurance method 
is the best method. 

C. H. Thompson, general agent for Missis- 
Sippi, said a few words complimenting the men 
in his territory and thanking them for their 
co-operation. 

W. L. Wilhoite, superintendent of agencies 


in the Eastern division, was introduced by Mr. 
McCormack. Mr. Wilhoite has been in the life 
insurance business for twenty years and with 
the Reliance Life for fifteen years. He said 
that they were enjoying the hospitality of the 
company in Colorado Springs and it was up to 
them all to produce big business when they got 
home. He read an editorial on the efforts 
of chemists to turn various objects into gold 
and pointed out that the only thing which can 
be successfully turned into gold is work. 
“Human endeavor, unity and co-operation will 
produce gold,” said Mr. Wilhoite. 

H. G. 
the company, read a description of a new five- 
year term policy just issued by the Reliance. 


Scott, vice-president and secretary of 


This policy has already been described in THE 
SrecTAtor. Mr. Scott stated that this policy 
was an illustration of the service of the Re- 
liance to its agents in providing them with 
every “tool necessary in their kit.” 

Dr. O. M. 
company, discussed the workings of the medical 
He showed that his department 


Eakins, medical director of the 


department. 
tried to combine good sense with good judg- 
ment in considering applications. The percent- 
age of rejections of the Reliance last year was 
six, as compared to ten for all companies taken 
together. Dr. Eakins referred to a book he 
recommended in three chapters, chapter three 
being entitled Work; 
Properly 


chapter two, Hard, and 
chapter one, This book, 
Properly Directed Hard Work, is the secret 


Directed. 


of all success. 
kL. PB: 


company and in charge of the accident and 


Gregory, assistant secretary of the 
health department, commented on the steady 
improvement of the calibre of men joining the 
agency force and also upon the steadily increas- 
The Perfect Protection 
Policy is the answer, he says. The benefit of 
doubt is always given to the policyholder. Mr. 
Gregory showed the great opportunity the acci- 
dent and health business offered to the agents 
In twelve 


ing number of agents. 


to increase their life insurance sales. 
months there are, on an average, forty-one acci- 
dent and health claims out of every one hun- 
dred policies which the agents settle. They can 
at the same time talk additional life insurance 
when the prospect is in a particularly recep- 
tive frame of mind. 

In discussing the development of the acci- 
dent and health business, Mr. Gregory stated 
that in 1912, when this business was first writ- 
ten, the accident and health premium income 
was $19,000, whereas on August 31, 1924, the 
premium income had reached $732,000. 

“Death claims have right of way,” says Mr. 
Nineteen out of twenty are 
paid the same day notice of death is received.” 

A. P. Harwood of Santa Ana, Cal.; G. A. 
Pleus of Boulder, Colo.; C. B. Cox of Galves- 
ton, Tex.; A. E. Clark of Pauls Valley, Okla. ; 
B. A. Parish of Portland, Ore.; M. D. Lewis 
of San Antonio, Tex., and John C. Kishy of 
San Tex., the other 
speakers. 

Dr. Stuart B. MacDiarmid, medical examiner 
Reliance Life in Omaha, Neb., and 
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Gregory. every 


Antonio, were among 


for the 


SAN FRANCISCO MEN LEAD 
Over Eighty at Travelers’ Quebec Meeting 
HartForD, CONN., September 22—To San 
Francisco fell the honor of having the largest 
representation at the Travelers Insurance Com- 
pany’s sixtieth convention, held 
last week and this week at Chateau de Fontenac, 


anniversary 


Quebec. There were just eighty in the party 
and they came East through the Canadian 
Rockies. They attended the first week of the 


convention and after it closed last Friday morn- 
ing they started for Hartford for a visit to 
the Travelers’ home office, arriving at Hart- 
ford, Saturday morning. 

The party from Frisco was under the lead- 
ership of Arthur S. Holman and Luther H, 
Armstrong, the progressive managers of the 
San Francisco branch of the Travelers. These 
two men were given the trip to Quebec be- 
partly through their efforts 
that the San Francisco branch led all the 
others. The total number of con- 
nected with that branch was sixty-five. Some 
of the agents qualified twice by reason of get- 
ting double the required amount of business 


cause it was 


agents 


which the company fixed as necessary for at- 
tendance at the convention. All such agents 
were allowed to bring their wives to the con- 
vention with all expenses paid. 

The party from the Golden Gate was met 
and escorted through the home office building 
by a party of Travelers’ representatives un- 
der Assistant Secretary Daniel A. Reed, the 
party including members of the life, accident 
and group organization. Luncheon was served 
at the Hotel Heublein, after which the party 
was shown about Hartford, later leaving for 
New York, where they planned to make a brief 
visit before returning to California. 

The good showing made by the California 
delegation is all the more notable by reason of 
the fact that the good record was made in the 
face of adverse conditions. The hoof-and- 
mouth disease broke out in California and the 
with embargo 
Such news was 


Arizona border was closed 
enforcement by State troops. 
so unusual that it received much attention all 
over the Continent and railroad travel to Cali- 


fornia fell 25 per cent below the 1923 level 


and the business of hotels and restaurants 
shrunk between 20 and 25 per cent. Enter- 
taining visitors is an important business in 


California and every line of commercial activ- 
ity was affected when the tourists diminished 
in number. Insurance men’s prospects were 
provided with wonderful alibis, but that made 
no difference with the Travelers’ men, who had 
their eves fixed on Quebec. 


president of the Ad Sales Club in that city, 
delivered a very impressive address on the 
make-up of the human being, propounding the 
fundamental requisites of good character and 
good salesmanship from a_ psychological, as 
well as from a theoretical and practical, view- 
point. 

Mr. MacDiarmid’s address will be found in 
part on another page of this issue of THE 


SPECTATOR. 
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unlimited production. 


rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








To Represent Life Presidents at New 
Orleans 


The Association of Life Insurance Presidents 
has appointed the following committee to offi- 
cially represent it at the meeting of the Amer- 
ican Life Convention at New Orleans, October 
15, 16 and 17: Fred A. Howland, chairman, 
president, National Life Insurance Company, 
Montpelier, Vt.; George L. Williams, vice- 
president, Union Central Life Insurance Com- 
pany, Cincinnati, Ohio; Thomas T. Tyne, vice- 
president and general counsel, Life 
and Accident Insurance Company, Nashville, 
Tenn. 


National 


J. E. Hall Heads Own Agency 


With the the Hall & Mc- 
Namara agency of the Penn Mutual Life In- 
surance Company of Philadelphia, last week, 
J. Elliott Hall will head the agency under the 
new name of the J. Elliott Hall Agency. His 
agency association held its first meeting last 
Monday morning, with Mr. Hall presiding. In 
his address of welcome Mr. Hall outlined plans 
which would liberalize the agents’ commissions 
and provide for the maintenance of the same 


dissolution of 





A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years has been rendering unexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual 
Life Insurance Company 


Springfheld, Massachusetts 
Incorporated 1851 














force as heretofore with but two exceptions. 
The agency will be located at 30 Church 
street on the eleventh floor. 





Life Insurance Sales Decrease During 
August 

The Life Insurance Sales Research Bureau 
of Hartford announce the startling fact that 
the sale of ordinary life insurance through- 
out the United States and Canada suffered a 
decline during the month of August, which is 
estimated to be six per cent lower for the 
former, and ten per cent for the latter than the 
figure for the corresponding month of last 
year. In solution of the problem it is stated 
the. this is not due to any general change or 
val in business conditions, but to the fact 
that over one thousand of the leading life in- 


uph 


surance agents were removed from their work 
to attend the recent convention of the National 
Underwriters Association in Los Angeles, dur- 
ing July, 
would affect the paid-for business of August. 

The same reason is offered for Canada, in 


the month of which consequently 


that a large agency meeting was held during 
July. for 
the month of August is ten per cent, to such an 
extent has their record for the rest of the year 
progressed that their results for the year will 
be ten per cent more than the record of the 
previous year. 


Although the decrease in Canada 








The Observing Employee 


The Policyholders Service Bureau, Group 
Insurance Division, of the Metropolitan Life 
of New York, has published Personnel Leaflet 
No. 3, entitled “The Employee.” 


In this booklet it is shown that excellent sug- 


Observing 


gestions in connection with the operation of 
industrial plants are frequently made by ob- 
serving employees, though it is also true that 
mortality rate such suggested 


the among 


schemes is high. Two plans for gathering sug- 
gestions and their results are described in this 
ieaflet, and it will be found very interesting by 
those responsible for the operation of ind\1s- 
trial establishments. 


—The Ohio State Life Insurance 


Columbus has been entered in California. 


Company of 
Irving S. 
Carter has been appointed general agent for Southern 
California. 
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PICKS MEN MATHEMATICALLY 


Winslow Russell Uses System of Credits 
on Agency Applicants 

Winslow Russell, vice-president and agency 
manager of the Phoenix Mutual Life Insurance 
Company of Hartford, Conn., writing in the 
current issue of The Nation’s Business, the 
monthly publication of the Chamber of Com. 
merce of the United States, tells how he selects 
Careful records haye 
been kept for many years by the Phoenix 
Mutual in an endeavor to find out just what 
sort of men will be successful producers. These 
records have been analyzed and credits are 


agents for his company. 


given for every conceivable factor which may 
Upon 
adding up the credits, it has been found that 
men falling within certain boundaries are much 
more likely to prove successful life insurance 
salesman than below or above. The 
Phoenix Mutual considers it a losing proposi- 
tion if it takes any more chances than neces. 


influence the success of the applicant. 


those 


sary when paying the cost of training a sales- 
man. 

Mr. Russell states that he hopes some day 
to be able to select his men with mathematical 


accuracy. 





—The August business of the California agency 
of the State Life Insurance Company of Indiana 
amounted to $1,589,000, according to the report of 
Arthur J. Hill, manager. Credit is given to the San 


Francisco district for $1,093,750 of this total. This 
is an excellent showing in view of the business con- 


ditions in Southern California. 
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American Life 
Reinsurance Co. 


OFFICES 


DALLAS 
HOME OFFICE BUILDING 


CHICAGO 
29 S. LA SALLE ST. 


PROMPT SERVICE 
FROM BOTH OFFICES 
MAXIMUM SECURITY 
TO TREATY HOLDERS 


A. C. BIGGER, President 
FRED D. STRUDELL, Vice-President 
MORTON BIGGER, Secretary 
W. SIMPSON, Medical Director 
BERT H. ZAHNER, Chicago Mgr. 
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NOW READY 


THE ESSENCE OF 
LIFE INSURANCE 
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By William Breiby, F.A.S. 


of Fackler, Fackler and Breiby, Con- 
sulting Actuaries, of New York City, 
one of the oldest and best known 
actuarial firms in the United States. 


Basic Principles Clearly Explained. 
Only a Knowledge of Simple Arith- 
metic is Needed to Understand 
Demonstrations. 





This Valuable New Book Contains 
Definitions of Commonly Used 
Words and Phrases, and Chapters 
Devoted to 


THE FUNCTIONS OF LIFE INSUR- 
ANCE AND HOW _ PROVIDED; 
KINDS OF LIFE INSURANCE POLI- 
CIES; BASIC PRINCIPLES; CALCU- 
LATION OF NET PREMIUMS AND 
RESERVES; PRACTICAL OPERAT- 
ING FUNCTIONS; LEGAL RESER- 
VES OTHER THAN FULL NET 
PREMIUM RESERVES; LIFE IN- 
SURANCE POLICIES; ADDITIONAL 
BENEFITS; OTHER EXTENSIONS 
OF SERVICES; COMMENTS ON 
CERTAIN FEATURES OF THE BUSI- 
NESS; MORTALITY TABLES AND 
FUNCTIONS DERIVED THERE- 
FROM; HINTS TO AGENTS. ALSO 
NUMEROUS TABLES. 





PRICE, in Cloth Binding $3. 


Discounts on quantity orders 


THE SPECTATOR COMPANY 


Publishers 
N 


CHICAGO EW YORK 











COLUMBUS MUTUAL 
MEETING 





Agents of Ohio Company Gather at 
Home Office 





W. E. BILHEIMER FEATURED 





Holds Attention of His Listeners for Over 
four Hours Discussing Life Insurance 
Salesmanship 


It must have warmed President C. W. 
3randon’s heart to listen to the glowing tributes 
paid to the cardinal points of the Golden Rule 
contract by nearly 200 agents of the Columbus 
Mutual Life Columbus, 
Ohio, assembled in convention at the Southern 
Hotel, Columbus. Man after man arose to ex- 
press in heartfelt words his undeviating belief 
in the righteousness of the principles for which 
Mr. Brandon stands four-square, viz.—freedom 
from the thraldom of general agents, partici- 
pating insurance unrestricted territory 
only, and non-forfeitable renewals, all embodied 
in the agency contract devised by Mr. Brandon, 
and upon which the Columbus Mutual Life 
Insurance Company is based. 

In the absence of Alex. B. Wintner, of 
Cleveland, who as the largest personal pro- 
ducer during the past year was entitled to the 
honor of presiding over this year’s convention, 
Mr. Mitcheltree, actuary of the company, called 
the meeting to order. 

Mr. Brandon, invigorated and rejuvenated 
by a three-months’ tour of Europe, was at his 
best delivering the address of welcome. His 
vivid impressions of the countries 
visited, his unaffected happiness of being again 
on his native soil, and his pride in the growth 
of the Columbus Mutual and his absolute faith 
in its future, were expressed in his inimitable 


Insurance Company, 


only, 


fc reign 


manner and evoked great applause. 

Following Mr. Brandon, Prof. C. W. Wassam 
of the University of Iowa, gave a most inter- 
esting address. Professor Wassam, who con- 
ducts a class in life insurance at his university, 
while denying any ability as a life insurance 
salesman, and admittedly speaking from the 
standpoint of an insurance buyer, displayed a 
deep knowledge of his subject. His talk, in 
which pathos and humor were constantly inter- 
mingled, was a strong argument for an appeal 
to human affection and sentiment in the sale 
of life insurance, and his peroration, in which 
he insisted that good character and honesty of 
purpose were an agent’s greatest asset, evi- 
dently made a deep impression upon his hearers. 

The attendance at the afternoon session on 
one hun- 
Under- 


Thursday was augmented by over 


dred members of the Life Insurance 
writers Association of Columbus, who had been 
invited to hear the address of W. E. Bilheimer 
of St. Louis. Mr. Bilheimer for nearly four 
hours held his hearers spellbound, and covered 
the entire field of life insurance salesmanship. 
He showed how every obstacle could be met 
and overcome, and with a record of over ten 
million personal production behind him, his ad- 
dress excited the keenest interest of those who 
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were privileged to hear him and profit by his 
experiences. As an actual demonstration of 
the soundness of his methods, Mr. Bilheimer 
personally wrote over fifty thousand of insur- 
ance on the lives of his hearers. This, at Mr. 
Bilheimer’s suggestion, was presented to Presi- 
dent Brandon as an expression of thanks to 
him for having afforded life insurance agents 
an opportunity to work under an absolutely 
* square-deal” contract. 

At six-thirty a banquet was enjoyed by the 
agents and their wives and a number of in- 
vited guests, over two hundred and fifty covers 
Hoskins, treasurer of the 
Among the in- 


being laid. S. A. 
company, acted as toastmaster. 
vited guests were Commissioner E. L. Savage 
and Actuary W. A. Robinson of the State In- 
surance Department of Ohio, President William 
Oxley Thompson, Vice-President H. B. Arnold, 
Secretary George W. Steinman, medical direc- 
tors E. J. Wilson and Frank Harnden and Ac- 
tuary C. J. Reitz of the Midland Mutual Life 
Insurance Company, President John M. Sarver, 
Secretary Joseph K. Bye, Medical Director C. 
E. Schilling and Actuary H. C. Fetsch of the 
Ohio State Life Insurance Company. 

Friday morning’s session, presided over by 
IE. R. Kuck, the winner of the oratorical con- 
test at the last convention, was again instructed 
and entertained by Ralph Parlette, at the con- 
clusion of whose talk the program was re- 
sumed, E. R. Kuck delivering in an able man- 
ner a well-prepared address entitled “It Can 
Be Done.” J. E. Foster read a most instruc- 
tive paper on the “Steps in the Sale of Life 
Insurance,” with blackboard illustrations, and 
Horace B. Tibbals followed with a talk on the 
“Conservation of Business,” citing several per- 
sonal experiences in which policies that seemed 
hopelessly lost had been kept on the books by 
timely attention and action on the part of the 
agent. 

At the afternoon session, Edwin E. Besser, 
Jr... presided. Mr. paper the 
“Golden Rule Contract and the General Agent,” 
in which he compared the general agency sys- 
tem with the extinct feudal over-lord system, 
and rejoiced in the emancipation of the life in- 
surance agent from its thraldom by means of 
the Golden Rule contract brought an avalanche 
of applause. S. A. Hudson’s paper, in which 
he logically and ably defended the superiority 
of participating insurance and brought out the 
iniquities and unfairness of non-participating, 
was one of the best of the whole convention, 
and a talk by J. J. Dvorak, was well received. 


3esser’s on 


Appointed General Agent in Arkansas 

Littte Rock, Ark., September 22.—H. G. 
Frost, well known in Arkansas as State repre- 
sentative of Bauer & Black, surgical supply 
house of Chicago, with which concern he has 
worked for the past four and a half years, has 
accepted an appointment as special agent for 
the Home Life Insurance Company of New 
York, and will be associated with the Harrison 
agency of Little Rock, it was announced re- 
cently by J. J. Harrison, vice-president and 
manager of the company. 








THe SreCTAToR: 











| 





eee oe 








ae re en 





Non Assessable Policies 
SUBSTANTIAL SAVING 





Automobile Insurance 
Exchange 


Insuring all classes of Automobiles for 


FIRE, THEFT, COLLISION, PROPERTY 
DAMAGE and PERSONAL 
LIABILITY 





Keystone Indemnity 
Company 


Attorney-in-fact 





R. A. CHASE 
President 


C. W. KANOUSE 


Otis Building — 
PHILADELPHIA, PA. 


Special Representatives desired in Pennsylvania and Maryland 




















EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 








OPPORTUNITY 


The progressive methods and spirit of 
co-operation between the Home Office and 
agents in the field offer a real opportunity 
for the agent. 


25 Millions of Assets 


178 Millions of Insurance in Force 


When you consider this to have been 
accomplished over a period of only 15 years, 
you must realize what an opportunity is 
offered for future growth with this company. 


Prompt Service on Standard 
and Sub-Standard Business 















WANTED 


Managers for These Important Districts 


KANSAS, EASTERN MISSOURI 
Guaranteed low cost policies. As good as we can make them, 


Any one of the above is an absolutely first class opportunity, 
Tf your record is clean and you can furnish evidence of your 
Ability as a Personal Producer, your application will be con- 


ne Address S. W. GOSS, Vice-President 
SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookery, Chicago 














INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III. 











The Colonial Life Insurance Company of America 
Whole Life, Limited Payment 


NEW & Endowment SOLD 
: THROUGH 
ORDINARY} High Values ITS OWN 


Attractive and Novel Features | AGENCY 


POLICIES 
Low Cost STAFF ONLY 


Which with especially favorable Industrial Contracts 
Give Agents unsurpassed money-making opportunities 
E. J. HEPPENHEIMER, President 
Geo. T. Smith, Vice-President Dunbar Jchnston, Secretary 
Chas. F. Nettleship, 2nd Vice-President S. R. Drown, Asst. Sec’y 
and Asst. Treasurer. 


HOME OFFICE—JERSEY CITY, N. J. 














YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 
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International Life Insurance Co. 
ST. LOUIS, MISSOURI 

















ILLINOIS LIFE 


*Greatest Illinois Company 


INSURANCE COMPANY 
CHICAGO 
JAMES W. STEVENS, President 
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Edward P. Hardy, fisistant Manager, Yor Sor Fire Insurance Ixchanges 
Thirty-Ninth Article 
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The Hazard Charge 


(Continued from last week) 


It is also necessary to state that if there be a property 
within one hundred feet of the risk on any of those sides, then 
an exposure charge is due from that side. As illustrating the 
variation that may be produced in a basic feature of a schedule 
like this, it is interesting to note that in New York City if the 
distance be eighty feet and across a public street, no exposure 
is computed from that side, but if otherwise, then the dis- 
tance of one hundred feet is required in order to give 
immunity. The exposure table itself is a perfect little schedule 
and had best be treated in another part of this work when the 
general subject of exposure is taken up. 

Coinsurance.—In buildings of non-fireproof construction the 
allowance for coinsurance is based on a very simple rule. The 
supposition is that unless insurance is carried for more than 
20% of the value, then no recognition should be given to co- 
20% an 
This allowance is based on the following 
20%, make an 

To illustrate, 


insurance, but as the insurance proceeds to rise above 
allowance is made. 
rule: For each 1% of insurance in excess of 
allowance of 44 of 1% in the rate of insurance. 
suppose the insured 1s carrying 80{% of coinsurance, the differ- 
ence between 8o and 20 is 60% ; 4 of this is 15%—and this is 
the allowance that is made for 80% coinsurance. The question 


may arise as to how 90% coinsurance and 100% coinsurance 


are handled. In practice it has been found convenient to 
assume that 80% will normally be carried and then base a re- 
duction of 5% for 90% coinsurance and 10% for 100% co- 
insurance, these reductions, of course, being in addition to the 
allowance made for 80% coinsurance, as shown above. This 
is not the place to treat coinsurance as a fundamental principle 
of rating, but merely to set forth the mechanics, as they may be 
termed, of its application; the other treatment belongs to a 
separate chapter. 

Faults of Management.—The name adopted for the charges 
made under this heading was a very happy one, since every- 
thing that is enumerated is almost entirely within the control 
of the insured, that is, the tenant or occupant of the premises. 
He need not have an unsafe gas stove, an untidy floor, broken 
plastering, or any of the many things which are embraced 
under this heading. They are really faults of management, 
that is, conditions for which the management is strictly re- 
sponsible. It will be somewhat educational to the student to 
see what these are; the list is as follows: 


The Peenaed Postal Sateny Increases eress. Postmaster 

Although the bill which passed at the last 
session of Congress, 
creased the salary of postal employees by ap- 
proximately $150,000,000, was vetoed by Presi- 
dent Coolidge, it is anticipated that a similar tee. 
bill will appear at the next session of Con- 


General New had urged 
that the proposed horizontal increases in sala- 
which would have in- ries should not be made, 
matter should await the completion of the in- 
vestigation by the cost ascertainment commit- 
If the salary increase bill is passed, it is 
expected that increases in postal rates will 
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App ror Ifautts oF MANAGEMENT 


136 Unprotected stovepipes through floors or partitions........ 50 
$268: Unisate: gas: or other StOvVES 2... cai cae ae cues neces cena 10 to 25 
137. Stovepipes through window, roof or wall, but with double 

metal chimiiey: 2 ..cne aio cs See sce sas oan sacaenaawae 50 
138 Stovepipes through windows not protected...............- 1.00 
139 Stovepipe entering bottom of flue vertically.............. 25 
140 Stovepipe entering flue in attic or unused room........... 25 
141 Bottom of elevator shaft used for closet or waste.......... 50 
142 Swinging or other unsafe gas brackets or lamps unprotected. 10 
143 Untidiness, rubbish, ashes, etc., especially in cellar........ 10 to 25 
1434 Pachine materiak. not (itt DS sso eee coven canes dade naa 15 
144 Broken plastering, windows, cracked walls, etc........... 10 to 25 
145 Empty boxes or rubbish in rear yard, alleys, window re- 

cesses, under sidewalk, grating, etc...............-- 10 to 25 
146 Open lights in show pp ARL GLOMUS goo dear a os wa ear oa es 25 
1464 Unsaieseasienatien. cscecuncdace tics ac nee ance aeeanndead: 25 
147 Saw rth on HOors.. SaWdUSE SPIttOONSa« ..66. 0.05 oe sw esmmaes 10 
148 Benzine, accorditie: to: quantty «<<. onc. cc ec ence swciaeas 10 up 
149 Ash or waste cans approved, if none..... .........-..0 00. 10 
149a Oily floors under machines, lack of drip-pans............. 10 
149p: Steampipes m:contact. with: wood)... .«..< sc0+ «esses: or 
153. Elevator or other shaft communicating with roof space.... 10 to 25 
154a Crowded merchandise without proper aisles opposite or too 

near windows, overloading, nut less than............. 25 
155 Sign on roof to interfere with fire department............ 10 
156 Communications until approved ......~ ..< 062+ s.00ses-0s00s- 10 
157 U nsafe electrical apparatus (New York Board Slip)....... 25 
157a heating apparatus (New York Board Slip)........ 25 
157b TT S@RISTCR GING: Setce ca tis cask ceedeses comeueuaeomesaee 25 
157¢ NBO ra 5 shew elie acla ee eetes we ee eae 10-25 
157d " CRY POON Sid uicieincine sa deresebeetavanweusaneens 10-25 
157e Pressing, non-standard ....... 25 


In connection with the charges for faults of management, 
The first is that the charges are flat charges and substantial. 
They range from .o1 for steam pipes 
work, up to 1.00 for a stove pipe through a window unpro- 
With the exception of the charge of .o1 for the condi- 
The reason the charge 


in contact with wood- 


tected. 
tion noted, the lowest charge is .10. 
of .o1 is made for that condition is due to the fact that it 
probably will be permanent, while the basic idea of the faults 
of management charges is that the conditions will be corrected 
and the charges removed. The charge for each item, therefore, 
is made substantial for the express purpose of impressing upon 
the Insured the desirability of correcting the conditions and 
thus lowering his rate. The remainder of the rating is subject 
to more or less fine computation, but the flat charge for a fault 
of management is quickly added and as quickly taken off—both 
can be done without disturbing the body of the rate. 

This finishes the building rate. The method of computing 
the contents should now be taken up. 





be made to meet the additional combina 
Members of the Insurance Advertising Con- 
ference will remember that co-operation with 
the postal service committee was voted, and 
the chairman of that committee states that any 
measure of the character outlined 
should receive the closest scrutiny. 


but that the whole 


above 
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SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 


mi HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 





Over $80,000,000.00 





4 NORFOLK, VIRGINIA ie LRN MNT gS 
HARRY L. SEAY, President | 
CLARENCE EB. LINZ, 
Address Home Office For Agency Connection Vice President & Treas, 
P. N. THEVENET, ; 
Henny G;Banses Juss A BLamey Groner A Monin Se yuu. ¥. MONTGOMERY, 
saneaued aint Vice President & Actuary 

















The Columbian National 
Life Insurance Company 


Boston, Massachusetts 
Arthur E. Childs, President 





Wilmer L. Moore, President Robert F. Moore, Secretary 


TEXAS — TENNESSEE Columbian National Agents are in a position to offer 
WANTED GENERAL AGENTS. We are prepared to give the best forms of 
attractive general agents’ contracts in the above States to 
men of experience, proven success, character and some financial LIFE, ACCIDENT, AND HEALTH INSURANCE 
worth, possessing executive ability and energized initiative. 
Wilfred S. McLeod, Agency Manager. Policies backed by one of the strongest companies 


in the country, having ample capital, surplus and 


The Southern States Life Insurance Company Seeeaaminaiel- adnan 


Atlanta, Ga. 


























How to Build Business 


By William T. Nash, Originator of the Monthly Income Policy 


H°” many books on salesmanship have you read? You know 
the contents of the average book of this type. Theories, 
theories and then more theories. Here is a new departure. Here 
is a compilation of 33 stories showing just what Life Insurance means 
to those in every walk of life. Here is a book that SELLS LIFE 
INSURANCE. 

Order Your Copy Now 


Price, Flexible Binding, $6. Edition De Luxe, Genuine Leather Binding, $10. 
Write for FREE Booklet entitled The Business Builder Service. 


THE SPECTATOR COMPANY 
Chicago New York 
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FIRE 


Transfer of property without consent of 
insurer avoids policy. Offer to transfer in- 
surance to purchaser not affected, held not 
4 waiver of condition of policy. 

Action was brought upon an insurance policy 


upon a brick 


issued to A certain two-story 
5 

huilding situate in Neb. A sold the 
B. and an indorsement was placed 


follows: 


llowe, 
property to 
on the policy by the 
“Notice is hereby given and accepted that title 
to property insured herein is vested in B.” B 
but the policy was not 


company as 


sold the property to C, 


to the company asking for 


and the com- 


assigned. C wrote 


information concerning the policy, 
pany answered, stating the rate, premium and 
and also stating as follows: 
this 


kindly 


ierm of insurance, 
“We presume 
transferred to you, 
sionment blank filled out on the policy and for 
will 


you will wish insurance 


therefore have as 


ward same to this office, and we consent 
to the transfer.” 

C did nothing 
signment and did 
policy until after a fire destroyed the property 
1922. C then brought this action 


further in regard to the as 


not secure possession of the 


on January 20, 
against the insurance company for the amount 
of his loss, and the mortgagee also intervened, 
asking for judgment for the amount of his 
The policy contained the usual pro 
“Shall be ae: 


than by the 


mortgage. 
vision that it 
change other 


void any 


death of an insured, 


takes place in the interest, title, or possession of 
the subject of insurance.” 
Held that there 


between C and the 


was no contract of insurance 


insurance company. C was 


not a party to the contract of insurance and no 


agreement had heen made that C should be sub 


stituted as the assured. The company had 
stated a willingness to transfer the insurance, 
hut C was under no obligation to take it. The 


contract is a personal one between the insurer 
and the insured, and if anything of importance 
remained to be done by either 
tract would not 


party the con 
be complete. 

Further, there was no waiver or estoppel 
the insurance company by reason of any of its 
acts, 

The company was not required to cancel the 
policy upon receiving notice of the transfer of 
title and return the unearned premium. The 
party entitled to the return of the 
would be the insured, either 


premium 
ye B and not C. 
The company had the right to treat the policy 
as Pelican and to enter into negotiations with 

C, arranging for his substitution as the insured. 
The company did nothing to deceive C or to 
induce him to believe that the 
effective in his favor. 
they would 


4 
th OF 


insurance was 
It merely notified C that 
consent to the transfer of the 
policy when the proper 
and returned, 
The mortgage 


blanks were executed 


clause provided: 


‘Any loss 


action was brought in fort for 





webuibiect By oe = Beller of Hen Neo as Bar 


under this policy that may he 


assured shall be payable to the assured % 


mortgagee.” Under such a clause the mort 


recovers only as the 


eagee 


insured—if the insured cannot recover the 


gagce also fails to recover. The 
judgement for the in 


In error in directing a 


sured and mortgagee. Reversal and new trial 
granted. Si. Paul lire and j\Jarine ins. Co. 
ws. Ruddy (Cireuit Ct. of App., 8th Cire), 200 


ed. 


Rep. 1&9. 


BURGLARY’ 


Company not liable under policy insuring 
owner of a department store against loss of 
“while there are two 


property by robbery. 


or more adult persons present on duty 
therein.” 

\n action was brought to recover upon 
policy of insurance known as “interior ofbce 
robbery pohey,” which provided for insurance 
“In the amount of $15,000, to the loss of prop- 
erty from within the premises, while there are 
two or more adult persons present on duty 
therein.” The plaintiff operated a large de 
partment store in Cincinnati. Shortly after 


= P.M. on 


one of the 


Sunday, 


outer doors in response to a 


lle was immediately covered with a 


blindfolded 
building, where he 
7 P Me a 


1 


aoor, 


and taken to the 
About 


second night watchman came to the 
robbers, and was 


was tied to a chair. 


was admitted by the 


also blindfolded and bound. 


Held that there was no liability because the 
loss did not take place while there were two 
or more adult persons on duty therein. Present 


on duty means not only physical presence but a 


certain amount of freedom for the performance 


of their duties. The purpose of the policy re 


quirement is to obtain the presence of two em 
ployees, so that if one is overcome, the other 
can give the alarm or secure assistance. The 


purpose of the policy is defeated if one is over- 


before the other arrives. Judgment fo: 
affirmed. J/. & S. 
l‘idelity and Casualty Co. of 


Ct. of App., 


come 
defendant Pogue Co. vs. 
Ve zz j are (( ire. 
Sixth Cire.) 209 Ved. Rep. 243 
LIFE 

Where a period of 10 days elapsed from 
the time of application to its approval by the 
company, and a further delay of 9 days in 
the mailing of the policy, during which time 
the insured died, such delay may be properly 
held unreasonable by the jury and the ad- 
ministrator of deceased may recover the 
amount of the policy, as damages for the 
delay. 

The plaintiff brought this 
suing 
fendant in issuing and mailing its policy. The 


action as adminis 


} 


trator, for damages for delay by de 


t defendant's neg- 


39 


proved due the 
ind the 


appointee of the 
mort- 


trial court was 


a might watchman opened 
ring. 
revolver, 


basement of the 


Application was 


ligence and not on the policy. 


made on December 11, 1018, for a $1000 policy, 


the application heing accompanied by the appli- 


cant’s promissory note for the amount of the 


first premium, cash payment being waived. 


The policy was approved and issued on De- 


cember 21 and mailed to the Denver office on 


became sick on 
23, : 20th. Under the 
policy the company was paid for insurance from 


December 3 The applicant 


December iid died on the 


the time of the application, although it did not 


heecome effective until the policy had been “de- 


received by the applicant during 
health.” 


delay of 


livered to and 


his lifetime and in good 


lleld that whether a nineteen days 


was unreasonable was for the jury to decide. 


The defendant by prompt action might have 


put its policy in the hands of the insured within 


twelve days, between the date of the application 


the applicant's sickness. 
first 
application be 


and the beginning o 


When a 


fair 


cives the premium, 
that the 


a reasonable time. 


company ree 
dealing requires 
ited upon within 
demurrer by defendant 


and the 


The sustaining of the 
judgment is re- 
York Life Ins. Co. 
Pac. 


was therefore error 
versed. De lord ws. New 


(Supreme Ct. of Colo.), 254 


Rep. 1049. 


By-law of fraternal society that in case 
of disappearance of the insured, certificate 
would not be paid until expiration of his 
life expectancy held invalid. Seven years of 


absence is sufficient proof of death. Remar- 
ried “beneficiary” entitled to recover 
insurance. 


The defendant, a fraternal insurance com 


pany, agreed in the event of the insured’s death 


to pay his beneficiary $3000. The insured dis- 


appeared on January 5, 1915. The beneficiary 


notified the and 
at the end 


of death and the company refused to make pay- 


company his disappearance, 


seven years made formal proof 
certificate of insurance 
r shiz ull be 
until after the 


right to 


ment of her claim. The 
provided that “No 


tained on 


action can o1 main- 


this certificate proofs 


of death and claimant's benefits as 


provided for by the by-laws of this society have 
heen filed with the head clerk and passed upon 
by the 
within eighteen 


death of the 


brought 
date of the 
y-laws provided 


hoard directors, nor unless 


months from the 
member.” The 
in part as follows: 


‘The disappearance or 


long-continued absence 
shall not be re- 


of any member unheard of 
until the 


life 


garded as evidence of death 
full term of the 


has expired.” 


member's expectancy of 


The defendant alleged 
death 


that proofs of actual 
filed and that the in- 
expectancy of life had not expired. The 
defendant also set up as an affirmative defense 


have never been 


sured’s 


that the plaintiff is not the beneficiary, because 


she had remarried, while section 45 of the 
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HARRY C. LANDWEHR 
Certified Public Accountant 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 











PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg.. OKLAHOMA CITY, OKLA, 


—! 














Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National Hartford Casualty Co. 


American Equitable UU. S. Fire Indemnity Company 
Fidelity-Phenix Stuyvesant Pi — 
Insurance Co. bile Insuran 
State Pa. BROKERS’ LINKS SOLICITED 
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Established 1865 
David Parks Fackler Edward B. Fackler 
William Breiby 


FACKLER, FACKLER & BREIBY 
Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 











MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 














Joseph H. Woodward 
Harwood E. 
Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


75 Fulton Street New York 


Richard Fondiller 
Ryan 








FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


Hume Mansur Bldg. 
Hubbell Buildiag 
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F. M. SPEAKMAN, C.P.A, 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 











JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 


Associate Actuary 


322 HURT BLDG. ATLANTA, GA. 











A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 








ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
| 1 Jackson Place,N.W. Independent Life Building 











SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 








FREDERIC S. WITHINGTON 


P.A.1. A. 
CONSULTING ACTUARY 


Insur ance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 








Conservation Specialists 





The Otis Hann Company, Inc. 
‘Life Insurance Service”’ 
10 So. La Salle St. Chicago, III. 


References Covering Past 23 Years 








I. M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 
and STATISTICIAN 


1600 Bankers’ Trust Bldg. 


Workmen’s Compensation 
Liability and Casualty Lines 














Industrial Funds, ete. Philadelphia 











said H. WASHBURN, F. A. I. A. 
ONSULTING ACTUARY 
LIFE “a Intermediate, 
Group in erry and Special Classes. 
MEN’S COMPENSATION 
Expert iowise on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 








Consulting Engineers 

















DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 








FREDERICK A. WALDRON 
CONSULTING ENGINEER 


Designer of 
HOME OFFICE BUILDINGS 
Full Architectural and Engineering 
Services Available 
Tel. Hanover 6718 New York City 





37 Wall St. 
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Statisticians 











Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 


ment filing. 
a are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers Is de- 


sirable phone: JOHN 1090 
50 John St. New York City 


eee 








benefit. certificate provided that the poltcy 
should only be payable to tne wife or surviving 
children. 

Held that the unexplained disappearance and 


absence of a man for seven years raise a pre- 
sumption of death. The change of the by-laws 
in 198, six years after the issuance o1 the 
insurance certificate, requiring a longer period 
of disappearance as evidence of death is wholly 
unreasonable and therefore void. 

As to the other question, the defendant knew 
that the insured member had disappeared, and 
accepted premiums from the insured’s wife both 
before and after she remarried. The plaintiff 
was the insured’s wife when he disappeared, 
and remained his wife until everyone acquainted 
with the facts was convinced that he was dead. 
She was the named beneticiary, and the fact 
that she had changed her name by marriage 
could not change her identity as beneficiary. 

Judgment for the plaintiff affirmed. lordyce 
vs, Modern [Voodmen of Amertca (Supreme 
Ct. of Wash.) 225 Pac. Rep. 434. 


LIFE 

A material representation is one that 
would influence a prudent insurer in accept- 
ing the risk or fixing the amount of the 
premium to be charged. Actual notice to the 
insurer of false representation is necessary 
to effect a waiver. 

In determining whether questions contained 
in an application for a policy are material, the 
test is whether the information sought would 
influence the insurer’s action either in the ac- 
f 


ceptance of the risk or in fixing the amount ¢ 
the premium. The insurer is not required to 
prove that the material fact which was misrep 
resented actually contributed toward producing 
the death of the insured. 

The failure of the insurance company to 
make a strict medical examination of an ap 
plicant for lite insurance will not prevent. it 
from setting up as a defense that the applicant 
made false representations which changed the 
nature and character of the risk. This is so, 
even though the company could have discovered 
the falsity of such statements by making a 
strict medical examination. 

In order to establish a waiver of the falsity 
of material misrepresentations in an applica 
tion for life insurance, the plaintiff must prove 
that the company or its authorized agent re 





ceived actual notice of the falsity of the repre 
Constructive notice is not suffic:@nt 
] 


sentations. 


upon which to effect such waiver. Lee vy. 


e Dns: Cea: 


Meirepoliian 1. 
Georgia ),123 S. 


i 
| 


{. Rep. 737 


Casualty Men Meet 
(Continued from page 7) 
and then Spencer Welton, vice-president of 
the Videlity and Deposit, announced the terms 
of the golf tournament: and putting contest to 
be held throughout the joint convention. 
BroSmith’s 


announcements about golf, and then the audi- 


President specch followed the 


ence listened to Judge Harry L. Conn, former 
Insurance Commissioner of Ohio, who spoke on 
“Public Pelicy and Casualty Insurance.” 

f the Chamber 


Richard T°, Grant, president « 
of Commerce of the United States, delivered an 
address on the topic of “The Case for Busi- 
ness,” and made an appeal for unity of thought 
and effort to prevent interference and encourage 
initiative. 

The morning program had occupied so much 
Professor William Bb. 


Bailey, economist of the Travelers, was put 


time that the talk of 


1 


over unti! the second day, so that the last 


speaker of the first session was George M. 
Graham, chairman of the trafhe planning and 
safety committee, National Automobile Cham- 
Commerce, and 


her of president of the 


Chandler Motor Car Company. Dealing with 
the problem of accident control, Mr. Graham 
outlined the increase of automobile accident 
fatalities, and stated that not all of the blame 
hould be placed cn the driver: for, as he re- 
matked, “In respect to protecting his own life, 
the human pedestrian is painfully deficient in 
contrast with the ordinary chicken.” To re- 
duce the number of automobile accidents due 
to had driving, he endorsed better trafhe sig 
nals, uniform traffic laws, education: of the 
motorist and the pedestrian, instant and drastic 
punishment of offenders, wider roads, jail sen- 
tences, revocation of licenses for cause and 
confiscation of the car in extreme cases. 
About three hundred delegates are at the 
hotel here, and nearly two hundred and _ fifty 
attended the first day’s meeting. Among those 
present were Walter C. Hill, vice-president of 
the Retail Credit Company; E. M. Linville. 
president of the New York Indemnity: E. A. 
St. Tehn, president of the National Surety; A. 
president of the Globe In- 


Dunean Reid, 


demnity: G. F. Michelbacher, secretary of the 
National Bureau of Casualty and Surety Un- 


1 


derwriters: Clarence Hobbs, representative ot 


the Commissioners on that Bureau; R. HF. 
Towner. of the Towner Rating Bureau: J. V. 
Barry, fourth vice-president of the Metropoli 
Je hn L. Mee, vice-president of the 


tan Life: 
National Surety: Spencer Welton, vice-presi- 
dent of the Fidelity and Deposit: T. L. Bean, 
York 


Braniff, president of the National 


vice-president of the New Indemnity ; 
Thomas E. 
\ssociation of Casualty and Surety .\gents. 
and a host of others. Just before adjournment 
it was announced that the get-together dinner 


would be held on Thursday evening, 


41 


(Supreme Ct. of 





Get Awards 
(Continued from page 6) 


ica, Philadelphia, $5.134,814; Insurance Com- 
pany of the State of Pennsylvania, Philadel- 
phia, $213,432; Knickerbocker, New York, suc- 
cessor to [:quitable Underwriters of New York, 
$212,811. 

Massachusetts Fire and Marine, Boston. 

$130,105; Mercantile of America, New York. 
$23,174: Merchants Fire, New York. $27,814; 
National lire, Hartford, $3860; National Fire 
and Marine, Elizabeth, N. J., $115,345; Na- 
tional Union Fire, Pittsburgh, $39,579; New- 
ark Fire, Newark, $20,330; New York Fire 
and Marine Underwriters, New York, $37,867 ; 
Niagara Fire, New York, $39,725; North 
iver, New York, $8790. 
_ Old Colony, Boston, $33,489; Phoenix, Hart- 
lord, $777,8Co; Providence Washington, Provi- 
dence, $1,401,508; Queen of America, New 
York, $350,327; Rossia of America, Hartford, 
$oSti: St. Paul Fire and Marine, St. Paul, $2.- 
Security, New Haven, $41,414; 
Stuyvesant, New York, $251,530: ‘Transporta- 
tion Mutual, Philadelphia, $5400: United States 
I‘tre, with which is merged the Williamsburgh 
City lire, New York, $158,045. 

United States Merchants and Shippers, as 
tccessor to the Merchants and Shippers, New 
York, $0037; United States Merchants and 
Shippers, as successor to United States Lloyds, 
Inc., $1,390,881; United States Merchants and 
Shippers, as successor to the Washington Ma- 
rine, New York, $82,623: Westchester Fire. 


New York, $130,758. 


315,247; 


Phoenix Mutual Life Graduates Twenty- 
Three Agents 

Hartrorp, Conn., September 22.—The Phoe- 
nix Mutual Life Insurance Company has just 
graduated its twenty-fifth sales training class, 
in pursuance of its policy of having none but 
thoroughly trained men in the field. Twenty- 
three men, representing many different States 
were graduated. Appropriate exercises attended 
the graduation, including talks by President A. 
A. Welch, Vice-President and Sales Manager 
Russell, Col. D. Gordon Hunter, class manager, 
Kenneth M. Crane, class president. 








New Organization Strongly Supported 

A letter from Franklin B. Mead, secretary 
and actuary of the Lincoln National Life Insur- 
ance Company of Fort Wayne, Ind., states that 
the new Association of Life Insurance Office 
I;xecutives is receiving strong support. Some 
companies are sending from two to four rep- 
resentatives to the first meeting, which will be 
held this week. 

Ik. M. Linville and Thomas L. Bean, presi- 
dent and vice-president respectively of the 
New York Indemnity Company, are at White 
Sulphur Springs attending the annual conven- 
tion of the International Association of Casu- 
alty and Surety Underwriters. 

Ralph H. Kastner, who for the past two years 
has been connected with the office of T. W. 
Blackburn, secretary and counsel of the Ameri- 
can Life Convention at Omaha, Neb., has just 
returned from a honeymoon trip through Estes 
Park and other Colorado points, together with 
a visit to the national convention of the Ameri- 
can Legion at St. Paul, to which Mr. Kastner 
was a delegate. Mr. Kastner was married in 
St. Peter's Church, Council Bluffs, Ia., Satur- 
day morning, September 6, to Miss Blanche 
Endecott. They will make their home for the 


present in Council Bluffs. 
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WE WANT AGENTS: 


to push our five-point-nine policies, — 
Excellent territory. lowa, Minne. 
sota, Missouri, Nebraska and South 
Dakota. Liberal contracts for men of | 
good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY C0, | 


Address J. J. SHAMBAUGH, President 
Home Office—Register Tribune Bldg.—Des Moines, lowg 











REACHING HIS 


FOR HIS CHILDREN 

Dad’s “‘soft spot” is his boy and his 
girl. His one big ambition is their 
education, their start in life and in 
business. 
Any Dad of a child from 2 to 14 
years of age will be tremendously in- 
terested in the new ‘‘Child’s Endow- ae 4 Sool 
ment Policies” of the Ohio State Campinas Coal essional men, 
_ - P : Non-Cancellable Term. 
The Ohio State Life service now — ¢j 000 to $10,000 Specific Loss. 
ranges from ages 2 to 65 years, cov- —_ $1.00 to $50.00 Weekly Indemnity, _ 
ering the family group with few Moderate Premiums and Liberal 
exceptions. Commissions. ‘ 
Our agency contracts on the partner- Accrued indemnity payable every 
ship basis will interest you. 30 days during disability. 

Our O. S.-Li.-Co. Automobile Policy is a great door-opener, 


THE OHIO STATE LIFE INSURANCE CO, : 
John M. Sarver, President COLUMBUS, OHIO — 


S<SSOFT SPOT” 
FOR HIMSELF a 
Wanted agents in Ohio, West Vir. © 
inia, Michigan, Indiana, Kentucky, "| 
exas and Oklahoma. ; 
For our new 
OHIO SPECIAL 
ACCIDENT AND HEALTH 
POLICIES 
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Eureka-Maryland Assurance 
Corporation 


of Baltimore 


Is an OLD LINE, LEGAL RESERVE, 
STOCK LIFE INSURANCE COMPANY, 
steering clear of all experiments and following 
the blazed trail of successful experience. 


THE COMPANY IS FORTY YEARS OLD, 
under CONSERVATIVE, SUBSTANTIAL 
MANAGEMENT-—rich in experience, with 
progressiveness and ambition evenly bal- 
anced upon a foundation of fundamental 
principles and essentials. 


Its management does not goad men to do the 
unexpected or the impossible, but requires 
only a substantial, conservative progress in 
the items which make a healthy, reliable, 
serviceable institution for the protection of 
policyholders, the well-being of its field force 
and the security of its investors. 


JOHN C. MAGINNIS, President. 








Insurance Record, 1923 


New Insurance ... . . $ 96,148,025 
Insurancein Force . . . . 719,421,634 
Increase of $58,623,876 which is 
61% of the New Business 


New England Mutual Life Insurance Co. 
BOSTON, MASSACHUSETTS 











HOW T) ORGANIZE AND OPERATE 
MUTUAL BUILDING AND LOAN ASSOCIATIONS 


A considerable number of insurance men throughout the country are now 
officially interested in Local mutual building and loan associations, and fin 
that such associations help their insurance business, as well as contributing 
directly to their income. 

A Virginian who 1s well posted as to the operations of such associations 
has gotten out a little book under the above title, in which the system is 
thoroughly described, with information concerning the keeping of books, 
the forms of certificate of incorporation, by-laws, etc., together with ques- 
tionsfrequently asked about such organizations, and their answers. 

This bookis substantially boundin cloth, w:th gold title. 

PRICE $2.00 PER COPY 


Orders and remittances should be sent to 
THE SPECTATOR COMPANY 


Chicago Office 135 William Street 
Insurance Exchange New Yor 


























SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 
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